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ASSOCIATION WELCOME 


A welcome high on the tower of 
the Milwaukee City Hall greeted 
conventioneers in the city for 
the 49th annual Wisconsin Tele- 
phone Association meeting. See 
report of proceedings on page 20. 
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with Stromberg-Carlson transistorized “561” Subscriber Carrier 


The signaling circuitry handles subscriber dialing, and 
bridged or divided ringing from your central office. 

Almost every type of fully selective, multi-frequency 
ringing can be obtained without modifying present 
central office equipment. Each channel provides an addi- 
tional private line or you can serve up to 10 stations per 
channel; a standard 5-channel system can increase the 
capacity of a single line by 50 subscribers. 


STROMBERG-CARLSON 


ATLANTA: TRinity 5-7467 « CHICAGO: STate 2-4235 * KANSAS CITY: HArrison 1-6618 


“561” equipment can be arranged to meet any insta’ 
lation requirements. Stand-by power, of course. The 
channels are stackable—you can install, disconnect or 
replace any individual channel without affecting the 
others. 

“561” Carrier is an in-stock item, ready to go! 

Get full technical data from your Stromberg-Carlson 
representative. 
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FLASHES 
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AND PLUGS 


INTO THE WOODS YET! An Associated Press story reports that 
a 28-year old inmate of Dannemora (N. Y.) Prison, who is serving 
a term of one and a half to three years for burglary, walked up 
to a farmhouse recently and asked the farmer to telephone the 
prison. 


He said he had not tried to escape—he just got lost while out 
in the woods with a work crew. 


NUZZLING IN. In London, Mrs. Barbara Woodhouse frequently 
telephones the home of Norman Goodman. But one evening, when 
she called, Goodman did not answer. There was only the sound of 
heavy breathing at the other end of the connection, so she aleried 
the police. 


The police, no doubt prepared to apprehend a criminal in some 
fiendish deed, were greeted at the door by Major, Goodman’s 
boxer dog. They learned that Major likes to nuzzle the receiver off 
the hook and do some listening in on his own when the Goodman 
telephone rings. 
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MOMENT OF TRUTH. In Los Angeles a woman telephoned 


and took a newspaper columnist to task over a statement he had 
" made. 


She demanded to know if he had ever tried to put 120 drops of 
water in a teaspoon, 


He had not. “Why?” he asked. 


“Because you can’t do it,” she persisted, “But you said it in 
your column.” 


“Thinking he had the perfect excuse, he said, “It’s an ad, 
madam,” 


“Right in the ad, then,” the undaunted lady continued—“you 
said 120 drops. Ask me how I know.” 


“All right—how do you know?” 


“Because,” she said triumphantly, “I used to teach home eco- 
nomics. There are positively 60 drops to a teaspoon, six teaspoons 
to an ounce, or 360 drops to an ounce. Got it?” 


He got it, indeed. 
a 


A VIGOROUS NEW CROP. The city cousin was visiting on 
the farm, and had been for some time regaling the farmer with 
backyard advice on how to grow things. But at length, the visitor 
admitted he had a problem in his own yard. 


He said, “I’ve got a place in my yard that has poor soil and 
gets very little sunshine. What do you suggest I plant there?” 


The man of the soil was resourceful. “How about a nice flag- 


pole?” he asked. 


CHANGE OF ADDRESS 


Please notify your local postmaster and the Circulation 
Dept. of TELEPHONY of change of address. Change cannot 
be made without the old as well as the new address. Allow 
three weeks for change of address to become effective. 
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Five interchangeable frequency generators 
—each complete with voltage regulator, 
oscillator, transformers, amplifiers, cut-off 
circuit. Each individually adjustable for 
both frequency and voltage. Frequencies 
stabilized against changes in input volt- 
age, temperature, load. 


Transistor circuits for long trouble-free 
life. No moving parts. No routine mainte- 
nance. Operates from 50-volt battery at 
extremely low drain. 


OPTIONAL 
5-WATT TONE 
AMPLIFIER 


Contains, for all frequencies: ample bat- 
tery filter, remote control relay, audible 
ringing tone generator with (optional) 
5-watt tone amplifier. 


Tel-y-liealaleniale mm aat-(olallal-ree 
AUTOMATIC TRANSFER PANEL 


THE TRANSISTOR-TYPE 


eee 


Connects two ringing machines together 
with either as the main machine, the other 
as standby. Load is automatically trans- 
ferred to the standby and alarm is oper- 
ated on partial or complete failure of the ADJUSTS TO ANY FIVE FREQUENCIES 
main. Manual transfer possible to check \ 
the standby. Either machine supplies load 
while other is metered for adjustment or 
tested with simulated ringing failure. 
Other panels available: portable, manual 
peat S guna. SELP-PROTECTING 
TWO MODELS 
(Conservative ratings) 
Model T: output 25 watts per frequency. 
Fits 19” rack, adapts to 23” and 30”. 6 
Takes only 1712” vertical rack space. AUDIBLE RINGING TONE 


Model T50: output 50 watts per frequency. 
Write for Bulletin 177A 


SINE-WAVE OUTPUT 


THE ONLY COMPLETE LI 
cur equipment ew ROL, ‘ 


is sold through leading s 
telephone distributors Sus crcl 
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“REVENUE DOUBLES — 
WHEN WE SWITCH TO 
ss ALCOA OUTDOOR BOOTHS” 





reports John E. Caldwell, 
of United Telephone Company 
of Pennsylvania 


Thirteen Alcoa outdoor booths are popular 
stop-off points for both vacationers and resi- 
dents at historic Gettysburg, Pa. 

“In many cases where we have replaced 
indoor booths with outdoor booths of Alcoa® 
Aluminum, revenue has jumped 100 per cent 
or more,” says Mr. John E. Caldwell, district 
manager at Gettysburg for United Telephone 
Company of Pennsylvania. 

“Lots of people driving through this area 
obviously like to stop at these attractive, well- 
lighted booths to call ahead for reservations or 
call home. Local residents also make regular 
use of them. And we like them, too, because 
they are easy to erect and require only routine 
maintenance. With aluminum, no painting is 
ever necessary and cleaning is fast and simple.” 

United Telephone Company of Pennsylvania 
now has 120 Alcoa booths in its system. Like 
many other telephone companies throughout 
the country, they have discovered that out- 
door booths of Alcoa Aluminum boost revenue 
and profits and gain immediate customer good- 
will. Find out how Alcoa booths car do the 
same for you. Write for free brochure and ask 
your jobber to show you the Alcoa Goodwill 
Kit—the free promotional package that comes 
with every Alcoa booth. Aluminum Company 
of America, 1720-T Alcoa Building, Pittsburgh 
19, Pennsylvania. 


John E. Caldwell, district manager, United Telephone 
Company of Pennsylvania, shows why Alcoa outdoor 
booths are setting new revenue records in Gettysburg: 
a clean, bright appearance that stays that way— 
thanks to aluminum’s inherent corrosion resistance 
and sturdy construction. 


*‘Alcoa’s compact construction gives: maxi- 
mum roominess in minimum space, keeps 
customers from feeling cramped while mak- 
ing a call.” 


“Continuous lighting in Alcoa booths gives 
a safe appearance that creates customer 
goodwill day and night,” says Mr. Caldwell 


Your Guide to 


A r/ 
ALUMINUM | “”? 5e5t 7 
Aluminum Value 


\ a.umimus Company OF amamen 


For exciting drama watch “Alcoa Presents’ every 
Tuesday, ABC-TV, and the Emmy Award winning 
“Alcoa Theatre,” alternate Mondays, NBC-TV 
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worthy of your skill! 


Skill counts most but the job is always easier if you have the right 
tool. And there is a right tool, a Utica standard or custom 

plier, wrench or other hand tool for every need in the electrical 

and electronic industries. All Utica hand tools have been designed 

for perfect balance, drop-forged for maximum strength and 
induction-hardened for great durability. All are backed by famous full 
guarantee. Make your next tool purchase Utica. See if it isn’t 

the tool you would have designed for the job. 


USE GTICM... the tool the experts use [ 


Halimark of Quality since 1895 <oxTd<ea> UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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Multipair Wire... 
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ready access wire terminal 


e Used with wire-messenger supported Multipair Wire 
e Easily installed on existing wire 
e Accommodates up to four Catalog No. 105 (6-pair) Terminal Blocks 


e Mounts directly on the support wire 


CcCTRIC COMPANY Franklin Park, Illinois 


A Symbol of Integrity Since 1909 Please send me current literature describing 
Ready Access Wire Terminals. 
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THIS CABLE SHEATH 


Ask Your Leich Representative 
How This Lighter, Stronger Cable 
Saves You Money 


Subsidiary of GENERAL TELEPHONE & ELECTRONICS 





General Cable’s new aluminum sheathed cable gives you a money- 
saving combination of light weight and increased strength. You make 
longer spans and reduce pole costs considerably. 

What’s more, the aluminum sheath, being an excellent conductor, 
provides improved transmission by acting as a shield to reduce out- 
side interference and noise. General Cable has the only press suitable 
for continuous extrusion of aluminum sheathing. 

In normal atmospheres aluminum sheathed cable is corrosion-re- 
sistant. For coastal areas, a polyethylene jacket can be supplied by 
General Cable. Other important advantages are less vibration fatigue 
and less absorption of heat. 


Your Leich representative will be happy to show you how this new 
cable saves you money. Contact him today, or write to Leich Sales 


Corp., 427 W. Randolph St., Chicago 6, IIl. 


LEICH SALES CORPORATION + 427 WEST RANDOLPH STREET «© CHICAGO 6, ILLINOIS 
PACIFIC COAST: 11401 W. PICO BLVD., LOS ANGELES 64, CAL. EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
SOUTHWEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS SOUTHEAST: 5126 SOUTH LOIS ST., TAMPA 11, FLORIDA 


manufacturers of telephones, switchboards and related apparatus since 1907 





A compact 
4-wire terminating set 


Single unit, with cover removed 
to show adjustment facilities. 


Segregation of hybrid terminations and signaling equip- 

ment from the four-wire carrier or voice frequency cir- 

cuits gives great flexibility in the methods of terminating 

the circuits. 

The Siemens Ediswan 4-wire Terminating Set (Type 

TSA 1711) is a compact and robust unit which can be 

arranged for panel or rack mounting, and will deal with 4 uniis assembled on mounting plate. 

all practical switching methods. 

Circuit arrangements allow for any of these applications: Max. projection’ from face of mounting plate. 5-1/16 in. (130 mm.) 
1. 2-wire switching with included compromise balance 


2. 4-wire line and network switching with external precision balance 


3. 4-wire line and network switching for tail-eating connections Height. .1-11/16 in. (43 mm.) Wide. .. 1/6 i. (65 mm) 


Suitable for 600 ohm/600 ohm connections and with any Weight (single unit) _.. 2 Ib. 1% oz. (0.95 kg.) 
type of voice frequency signaling equipment. 


Available trom stock. Weight of 4 units on 19 in. (483 mm.) x 13% in. (44 mm.) mounting 
For full details write for pamphlet 592A. anand 7o ee ee 


extending — —— the frontiers of telecommunications 


SIEMENS EDISON SWAN LIMITED An A.E.I. Company 
Telecommunications Division P.D.8, Woolwich, London S.E.18, England 


Cables: Sieswan London 
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specify Rex 


FULLY COLOR CODED 


Polyethylene Cable 


FOR AERIAL AND DUCT TO REA SPEC PE-22 
BURIED SERVICE TO REA SPEC PE-23 


WRITE FOR CATALOG — CONTAINS 

COMPLETE DATA AND SPECIFICA- a 1 eo oe 
TIONS FOR ALL REX TELEPHONE AW OH fl 
WIRES & CABLES. behewnseresi se tee 


THE Rex CORPORATION 


100 HAYWARD ROAD, WEST ACTON, MASS. 
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Shortly, when the countdown is finished, it will be “blast off” time 


for another TIF (Telephone Industry First)—the biggest to date!! 


This will be news—big news—great news—for every Telephone 


Company in the U.S. 


While we’re completing our countdown, we'll not be seen in our usual 


space in these pages — 


BUT WATCH FOR US WHEN THE COUNTDOWN REACHES ZERO! 


NORTH ELECTRIC COMPANY Sani 75 


GREATEST! YEAR 
‘ 


GALION, OH/O 


Directories 
make more money 


with our “Revenue Men” 
on the job 


UR DIRECTORY “Revenue Men”—working 

from 32 strategically located sales offices 

—providing the Independent Telephone 

Industry with a flexible and highly 

skilled telephone directory organization, 

are equipped to render a Complete and 
Quality Directory Service. 


These specialists, through the use of 
up-to-the-minute knowledge of the market 
—proper sales training—imagination— 
ideas—leadership—and hard work, produce 
results which more than measure up to 
accepted directory revenue standards. 


Yes, the “Yellow Pages” revenues,in the more 
than 800 directories we now produce 
for large and small Independent 
Telephone Companies, prove the statement 
“DIRECTORIES MAKE MORE MONEY 
WITH OUR ‘REVENUE MEN’ 

ON THE JOB.” 


Write or phone our office nearest you for our 
Complete Directory Service Plan. 


See 
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” Find It Fast , 
In The 
Yellow Pages 


GENERAL TELEPHONE DIRECTORY COMPANY 
1800 Oakton Street * DES PLAINES, ILLINOIS * VAnderbilt 4-2164 


Divisional Sales Offices: 


BLOOMINGTON, Ill. © 410N. Prairie St. ©  Tel.: 3-8095 LEXINGTON, Kentucky * 157 Walnut Street ° Tel.: 4-7626 
COLUMBIA, Mo. °* 811 CherryStreet * Glbson 2-6907 LONG BEACH 15, Calif. * 1775 Ximeno Ave. * GEneva 3-744] 
DURHAM, N. C. . 108 E. Parrish Street . Tel.: 5133 MADISON 3, Wisconsin * 214.N. Hamilton St. *. Alpine 7-1667 
ERIE, Penna. * G. Daniel Baldwin Building ¢  Tel.: 2-4187 MANILA, Philippine Islands ° P. O. Box 673 
FORT WAYNE 2, Ind. * 229 E. Berry Street * Eastbrook 3477 SAN ANGELO, Texas * 110 South Taylor St. *  Tel.: 6738 
HONOLULU 14, Hawaii * 1236 Waimanu St. * Tel.: 504-231 SPOKANE, Wash. * South 11 Monroe * MaAdison 4-4336 


TELEPHONY 





HAVE looked forward to this op- 

portunity of talking with you on 

the rather general subject indicated 
by the title, “In the Nation’s Capital.” 
This would certainly cover a multitude 
of activities. 

But, what I especially had in mind 
to discuss are those things now going 
on in Washington, or likely to go on 
there during the coming months, which 
are of importance and concern to the 
public utility industries. 

I hope, however, to give you an over- 
all picture, not just a series of separate 
developments. And to you such 
an over-all picture, it is necessary to 
consider not just one Washington, but 
really three different Washingtons. I 
refer roughly to the three constitution- 
al divisions of our federal government 
—the legislative, the administrative, 
and the judicial. There are even more 
than three Washingtons. There is a 
diplomatic Washington, a military or 
defense service Washington, and other 
special aspects of our federal govern- 
ment. 

At present, we must admit that the 
telephone companies and other utility 
industries are confronted with a rath- 
er difficult economic and political cli- 
mate in Washington. In fact, I would 
say that the present atmosphere in our 
nation’s capital is about as troublesome 
to deal with as any which has 
vailed in the past 25 years. 


give 


pre- 


In the early 30’s, things were worse, 


of course. I can recall, and I am sure 
many of you here today can do the 
same, when it seemed as though the 
gas and electric utilities, at least, could 
not find a friend in official Washing- 
ton to say a kind word for them. 

Since that time, because of the ster- 
ling and exemplary performance which 
all of the utility industries have given 
in the public interest, during World 
War II and the Koreari episode and 
during the inflationary era which fol- 


JUNE 27, 1959 


BY FRANCIS X. WELCH, WASHINGTON EDITOR 


Address given before the eighth annual joint convention 
of the Kansas Telephone Association and the Missouri 
Telephone Association at Kansas City, Mo., on May 26. 


lowed, they have steadily won well- 
deserved recognition and appreciation 
throughout the nation, as well as in 
the nation’s capital. 

Yet, it may surprise some of you 
when I say that there are people to 
be found today, in all three branches 
of our government service of Wash- 
ington, who are still fighting the bat- 
tles of yesterday. When you talk to 
these people, fortunately few in num- 
ber, about public utilities they still 
bring up the names of men who have 
been dead and in their graves for 
years. 

They still speak in terms of “mo- 
nopoly” and “trusts” and the need for 
industrial reforms, which as a matter 
of fact already have been long since 
accomplished by laws written on the 
The prob- 
able reason for this persistence of a 
fixed pattern of critical reaction is 
that if it has paid off politically in the 
past, the political mind hates to part 
with a profitable issue even after it 
has been settled. 


statute books decades ago. 


Lack of Sympathy for Business 

These die-hard utility critics are, as 
I say, a minority and probably a di- 
minishing one. But taken together with 
the recent strong resurgence of what 
we loosely call the “liberal” element, 
we have a combination of attitudes in 
Washington today which is not so sym- 
pathetic to business in general, nor to 
public utilities in 
might like to see. 

The rise of the “liberal” 
element on the congressional front 
brings still another complication into 
focus. I refer to what might be called 


particular as we 


numerical 


the “package attitude” ‘which has al- 
ways been characteristic among those 
who have come into office as a result 
of a supposedly broad mandate, spon- 
sored by strong political group move- 
ments, such as those backed by organ- 
ized labor, or farm organizations. There 
is an understandable tendency on the 
part of these political newcomers to 
think in the deceptively black-or-white 
terms of what is “liberal” and what is 
“conservative.” 

It takes time and effort for even the 
most conscientious congressman to 
learn to look beneath the package la- 
bel. It takes time to demonstrate, for 
example, that the people in his district, 
as a matter of fact, probably gave him 
no mandate, one way or the other, on 
public utility questions. 

It would be nearer the truth to say 
that public utility companies, by and 
large, are more popular and respected 
at the grass-roots level among the 
people they than they are in 
some congressional circles where they 
may still be under a cloud or some 
form of “guilt by association” because 
of this political package approach. 

Too often these political packages 
have been manufactured by doctrinaire 
neosocialist theorists who never ran 
for office in their lives. These are the 
left-slanted intellectuals who always 
seem to be given the job of drafting 
resolutions and platforms by our labor 
unions, farm organizations, and other 
movements—and the products of their 
dogmatism are rarely read, much.-less 
approved by the rank-and-file member- 
ship. 


serve, 


I have suggested that it takes time 
to straighten out these misapprehen- 
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sions among Congressmen, both old and 
new. it takes more than time. Every 
Congressman, if he works hard and 
tries to become better informed, and 
most of them do, will find that sooner 
or later he must reach his own con- 
clusions about many things, and not 
trust too much to “package deals” or 
ideological labels. 

But it is very important for the pub- 
lic utilities to help along such season- 
ing processes by clear and repeated 
demonstration of their absolutely non- 
partisar. and public service status. They 
cannot make it too evident, too often, 
what ought to be obvious to all; name- 
ly, that there is no such thing as a 
Republican public utility or a 
cratic public utility. 


Demo- 


Friends in Both Parties 


It could well become a matter of self- 
preservation, therefore, for the public 
utility industries to have friends in 
both parties, so as to avoid being 
trapped by default into a difficult posi- 
tion when one or the other party suf- 
fers a major defeat at the polls. 

I recently had occasion to review for 
my own publication a very objective 
analysis of the nationalization of pub- 
lic utilities in Great Britain. And, it 
was made all too clear in that book, 
that the main reason why private util- 
ity enterprises have disappeared in 
Britain was not because the majority 
of the people wanted nationalization, 
or because they voted for it, per se. 
They did not. It was because these 
utility enterprises became trapped into 
an ideological package, which became 
the dogmatic pledge of the British La- 
bor party to deliver whenever it was 
voted into office. The private opera- 
tors in England were thus forced to 
put all their chips on the fortunes of 
the British Conservative party. That 
party, as we know, stumbled in 1945 
and it got back up again in 1950. But, 
when the British utilities stumbled in 
1945 they never did get back up. They 
were swallowed tp in the interim. 

Now, I would like to add a third and 
perhaps the most weighty contributing 
factor to the unsatisfactory atmos- 
phere which now prevails in Washing- 
ton for the utilities. That is inflation! 

It is inflation, along with the burden 
of defense spending, which has caused 
such ,an increase in the cost of govern- 
ment, and the consequent rise of taxes 
and other operating costs. 

It is inflation which has driven the 
utilities for repeated rate increases to 
the regulatory authorities. And _ be- 
cause of this the utilities themselves 
have been blamed in some quarters for 
adding to the inflationary ‘spiral. 

a confluence of cir- 


Thus we have 


cumstances, political and economical, 
which add up to a difficult background 
for the telephone companies and other 
public utilities in their relationship 
with government in Washington today. 
This situation has not been due to any 
defect or default in the over-all per- 
formance of these industries, as far as 
the public is concerned; but 
rather to a combination of develop- 
ments entirely beyond their control. 


service 


We have a ready example of what 
this difficult atmosphere can mean to 
a public utility industry, in the effort 
being waged by the telephone com- 
panies to have Congress repeal or cur- 
tail, or even put a time limit on, the 
10 per cent federal excise tax on 
monthly bills and long-distance calls. 

Polls .of public opinion have shown 
that this is one of the most unpopular 
taxes as well as being one of the most 
indefensible ones levied on the Ameri- 
can people. It is an emergency, war- 
time tax still being collected 14 years 
after the war, simply because Congress 
hates to let go of such an easily col- 
lected source of revenue, whereby the 
telephone company is put into the: un- 
willing role of tax collector with re- 
spect to its own subscribers. 


Utilities Hold Price Line 


Continued inflation 
economic problem for 
regulatory field. Because utility bills 
affect everybody, any rate increase, 
however much justified, presses on a 
very sensitive political nerve. Yet, it 
is a fact that public utilities have held 
the line on prices better than any other 
industrial group. The average unit 
price of electricity is the only major 
living cost still actually less than it 
was before World War II. 

Telephone rates have increased only 
a little more than one-third and gas 
prices less than a fourth, as compared 
with some average cost-of-living price 
increases of than 100 
over the same period. 


is also the main 
utilities in the 


more per cent, 

Utilities themselves, of course, must 
bear this higher burden of increased 
taxes, wages, and in the price of every- 
thing they need to operate. Utilities 
are thus the victims of inflation, not 
contributors to it. I mean no invidious 
comparison, but it is a fact that if all 
other industries could have held the 
line as well as these utilities, there 
would be nothing like the inflationary 
problem which confronts us today. 

At the very outset, I think, we must 
realize that telephone companies and 
other public utility industries today, in 
the United States, operate in an age 
of paradox. I have already cited one 
of these in connection with inflation. 


Another paradox lies in the complete 


lack of alternative suggestion by those 
who criticize our utility services and 
the way they are conducted. Telephone 
companies and other utilities contrib- 
ute greatly to the general high living 
standards. 


Yet, they are most criticized by 
those devoted to a foreign socialist 
ideology which could bring about only 
primitive living conditions by compari- 
son. I have often felt if there were 
only some practical way of taking our 
American jutility critics into some of 
these foreign countries where the serv- 
ice is rendered by a government mo- 
nopoly. If we could let them see for 
themselves the consequences of such a 
system. If they could only see entire 
villages with only a few dozen tele- 
phones, which only the well-to-do and 
public officials can afford under the 
prevailing economy in those countries. 
Then, they would appreciate what a 
bargain the American public has, right 
here at home. 

Another paradox is the lack of gen- 
eral understanding about regulation. 
Our public utilities live in a goldfish 
bowl of public inspection and supervi- 
sion. They are required by. law to give 
full and fair service to all at reason- 
able rates. Yet, I wonder just what 
percentage of our citizens even know 
about that, much less understand how 
it works. These paradoxes are all dif- 
ficulties which the utilities must cope 
with in trying to get a better under- 
standing in Washington. 


Rundown of Washington 
Developments 


Now, to go from the general to the 
specific. I would just like to run briefly 
over several Washington developments 
in which you may be interested, and 
about which I receive inquiries from 
my telephone company readers from 
time to time.... 

I have already indicated that I did 
not think the excise tax picture will be 
changed, at least this year. 

Next, I am frequently asked will the 
REA setup be changed? I think not. 
The rate of 2 per cent will 
remain the same. The new appropria- 
tions for telephone loans will be in the 
order of 79 million dollars (plus a $25 
million dollar contingency fund) as re- 
quested by the Budget. 

Thanks to the veto of the 
anti-Benson bill, the industry will be 
assured of the very stabilizing influ- 
ence of REA Administrator Hamil for 
the next 16 months. This is very for- 
tunate for the telephone companies, 
and for the cooperatives as well, to my 
way of thinking. 

This REA program could be devel- 
oped in quite a different manner; one 
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which could be of grave concern to the 
commercial companies if David Hamil 
and his very competent staff were not 
on the job to give some common sense 
interpretation and administration to 
the REA loan program. And, the co- 
operatives would be much worse off if 
they were left to the mercy of irre- 
sponsible demagogic leadership in 
Washington which could end in for- 
feiting public confidence and respect 
for them. 

What will happen after 1960, of 
course, is the big question, not only on 
the REA front, but on every front in 
the nation’s capital. If the elections 
were held today instead of next year, 
I think almost any Democrat would 
win over almost any Republican — 
Eisenhower being barred by the Con- 
stitution from running again. 

The Democratic trend is now run- 
ning strong and I see nothing in the 
offing to change it. It could be, of 
course, that the Democrats will lick 
themselves by internal rivalry, along 
the lines that wrecked the Democratic 
party’s chances in 1924 when Al Smith 
and McAdoo killed each other off. 
Democrats are pretty good at that. 
And there are other things which could 
change the present picture a great deal 
in the next 16 months, such as com- 
plications arising out of the segrega- 
tion issue and other imponderables. 


Will Congress change the Wage-Hour 
Law so as to remove the small ex- 
change exemption? Earlier this year 
I predicted that it would; and I still 
think so if both branches get to vote 
on it. But, there is already a log jam 
building up and there is now just a 
far chance that this statutory exemp- 
tion can be saved by the bell for one 
more year. 


FCC’s Future 

I am also frequently asked what is 
going to happen to the FCC. I do not 
think very much of anything will hap- 
pen to it, as a statutory commission 
despite all this talk about reforming 
it, or abolishing it outright. When the 
smoke clears and Congress goes home, 
the FCC will still be doing business at 
the same old stand. There is, however, 
one danger to commission regulation as 
a whole which will be worth watching 
very carefully. 


That is the question raised. by the 
House Legislative Oversight Sub-com- 
mittee as to the effectiveness of federal 
commission regulation as a going con- 


cern. Anyone who would care to com- 
pare the development and operation of 
our public utility services in the United 
States, under commission regulation, 
with parallel experiences in foreign 
countries under government monopoly, 
could have little doubt that commission 
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regulation, as a governmental institu- 
tion, has been a success. It has been 
an outstanding success! But because 
we are so close to the routine opera- 
tions of our federal commissions and 
take them so much for granted, the 
shortcomings of a few individuals loom 
very large. 


“COULD | USE YOUR PHONE FORA MINUTE ? My 
TEEN-AGE DAUGHTER'S TIED UP MY MEANS OF 
COMMUNICATION FOR THE PAST HOUR /” J 











I am not too fearful of the result 
actually. I have seen this happen be- 
fore many times. Commission regula- 
tion has been under attack before. And 
it has always gone on to become big- 
ger, better, and stronger in every way. 
I have no doubt that the same result 
will follow the present controversy. 


But, there is a real danger, in some 
of the so-called reform ideas now float- 
ing around Washington, that the ef- 
fectiveness of commission regulation 
could be seriously compromised. It 
could be compromised by Congressmen 
and others who are very sincere but 
not personally experienced in the prac- 
tical operation of commission regula- 
tion. 


There is an undeniable plausibility, 
for example, about these various re- 
form suggestions for turning our com- 
missions into federal courts and our 
commissioners into district judges—or 
something like that—and imposing up- 
on regulatory proceedings the whole 
cast-iron ritual of courtroom procedure 
and rules of evidence. 

I can think of nothing that could 
quicker put commission regulation in 
a strait jacket and destroy its saving 
grace of elasticity and informality. It 
goes without saying, of course, that 
commissioners should be upright men, 
and that those who have business with 
them should follow ethical procedures 
or suffer the consequences. 

But, these are matters which in the 
past have always been taken care of 
by voluntary rules and ethical disci- 
pline. No statute will ever make an 


honest regulator out of one who is not 
so in the first place. Fortunately, I 
believe that the best minds of the le- 
gal profession, operating through the 
American Bar Association, will per- 
suade Congress against making serious 
mistakes in this important area of ad- 
ministrative law. But, it is a matter 
which will bear close watching. 


Finally, I am often asked how tele- 
phone companies are going to keep on 
with one rate case after another with- 
out damaging their public relations, 
both in Washington and at the local 
level. Well, we cannot expect the pub- 
lic to be happy about rate increases, 
no matter how necessary they are. 


Identifying With Consumer 
Interest 

But it is possible, I believe, for the 
telephone company to show, in good 
faith, that in all that it is doing or is 
trying to do, it has the real interest 
of the consumer at heart! This is 
what is called, in public relations cir- 
cles, “identifying with the consumer 
interest.” 


If that expression sounds a little 
highbrow to you, there is a lot to be 
said for the general idea. Putting the 
utility interest into the same dollars- 
and-cents bracket with the consumer’s 
interest can be a very effective ap- 
proach. What this all boils down to, 
is that the company and consumer 
must both eat out of the same pot. It 
is the consumer’s dollars which keeps 
both of them going. The company has 
no other magic source of revenue. 


Some of these communities of in- 
terest are entirely coincidental—auto- 
matic by-products, so to speak, of the 
way in which our enterprise system 
works. Just for example I will name 
three things, and you can probably 
think of some more, which are the in- 
escapable — “unearned dividends,” you 
might say-—benefits which are “plowed 
back” and which utility consuniers get 
simply because they are consumers, 
and simply because they are served by 
a utility company, and not in some 
other way. I pass over these briefly 
because I know you can fill in the de- 
tails from your own knowledge. 


(1) “Know-how” in research and de- 
velopment. This goes on every day, all 
around the clock. Better, safer service 
is being developed all the time because 
countless millions are spent by the op- 
erating companies and their manufac- 
turers and suppliers who are constant- 
ly reviewing ways and means to do the 
job better. How much of this would 
be available to the consumer under any 
other system of utility operation? Or, 
how much would be available if the 
utility companies were kept on a star- 
vation rate diet, whereby they could 

(Please turn to page 54) 
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New Light on Merchandising, Selling 


By Dan S. Fargo 


ELEPHONE companies have some 

very real sales problems, observed 

William A. McDonough, vice presi- 
dent, Kudner Agency, New York, in his 
talk, “What Have You Got to Sell,” 
presented to the 49th annual Wiscon- 
sin State Telephone Association con- 
vention. The meeting was held on May 
12, 13 and 14 in Milwaukee, with H. B. 
Flower of Wisconsin Rapids, associa- 
tion president, presiding. 

Mr. McDonough, a veteran in home 
appliance advertising and merchandis- 
ing, has for more than a year been 
concentrating on the General Telephone 
System’s merchandising and marketing 
of telephone facilities and services. He 
cited the following telephone industry 
sales problems: 


(1) There’s not enough public real- 
ization of the need or use for more than 
mfnimum service. Too many people don’t 
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appreciate the convenience of many of 
the special services you have to offer. 

This is the same problem that faced 
the public utilities—the power com- 
panies . . . when they started to pro- 
mote the use of electricity. The first 
users of electricity were satisfied with 
the bare bulb hanging from a single 
wire in the center of the room. It was 
necessary for the utilities to promote 
“better light, better sight’ and “live 
better electrically” and to promote the 
use of appliances, to increase revenues 
through greater use of the service they 
sold. 

(2) There’s a lack of industry ad- 
vertising promoting telephone facilities 
and services. True, Bell is doing a mag- 
nificent job in national advertising and 
General Telephone has stepped up its 
national advertising in recent years as 
has USITA . . . and, of course, most 
telephone companies do local merchan- 
dising advertising. 

But the total national advertising 
promoting telephone products and serv- 
ices probably amounts to less than 25 
million dollars, whereas the manufac- 
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Shed at Wisconsin Convention 


turers of refrigerators, ranges and 
other major as well as small appliances 
are spending between 75 million and 
110 million dollars a year, which puts 
the telephone industry at something of 
a disadvantage in selling telephone ap- 
pliances. 


(3) You’re outnumbered in _ sales 
power. There are more than 50,000 ap- 
pliance retailers and hundreds of thou- 
sands of sales people, all selling their 
appliances to the general public in 
competition with the telephone. Figure 
it out for yourself. How many people 
do you actually have in your territory 
selling telephone services in comparison 
to the number of your competitors talk- 
ing to the public and selling appliances? 

(4) The advantage that’s a disad- 
vantage—low saturation—on all except 
minimum service. You need more peo- 
ple using your new products and telling 
others about them. A satisfied user 
is a great selling force, through word- 
of-mouth advertising. 


Mr. McDonough said that the follow- 


i . 


New officers and directors of the Wisconsin association are (left to right, standing): L. J. Robertson of Platteville Tele- 
phone Co.; Gilbert A. Karcher, Burlington Brighton & Wheatland Telephone Co.; E. L. Beyl, Osceola Farmers Mutual 
Telephone Co.; R. G. Peterson, Wittenberg Telephone Co.; R. H. Keating, Amberg Telephone & Telegraph Co.; Allan C. 
Brown, Rhinelander Telephone Co.; Harris G. Allen, North-West Telephone Co. Seated (from left): G. H. Moede Jr. of 
Wisconsin Telephone Co.; Phil Bigley, Viroqua Telephone Co.; F. H. Schafer, Urban Telephone Co.; H. B. Flower, Wood 
County Telephone Co.; Donald W. Busse, General Telephone Co. of Wisconsin; D. H. Hansen of La Crosse Telephone Corp. 
and J. H. Hesselman, Mondovi Telephone Co. Absent when picture was taken was H. L. Olson of Weyauwega. Mr. Schafer 
was elected president for the 1959-60 term and Mr. Robertson, vice president. Mr. Schafer succeeded Mr. Flower. 
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ing telephone company sales advantages 
far outweigh their disadvantages: 


(1) Need for telephone service is es- 
tablished. It is no longer necessary to 
sell the idea of “automatic person-to- 
person communication.” 


(2) No direct competition. No one 
else can sell the product at a lower 
price, or start a price war, or dump 
an overstock, or ship products in from 
another territory—to cut prices and 
kill profits. 


(3) No financing or credit problems. 
No big down payments to overcome— 
no trade-ins to dispose of. In most 
cases, telephone service prospects are 
already on the books and the costs of 
adding the extra sale are negligible. 


(4) They have a good reputation. 
There are no barriers to break down— 
customers trust what telephone com- 
pany employes tell them. They can 
make home contacts without hindrance, 
to survey needs and explain and demon- 
strate services and accessories. 

(5) Telephone service is a “service 
free” product. Customers know that 
the telephone company will keep the 
product in repair without cost or up- 
keep—no repair bills—no waiting for 
weeks for new parts—no problem of a 
dealer saying, “I don’t carry that brand 
anymore.” 

(6) A big unsold market for the 
services and accessories that a tele- 
phone company wants to promote. Al- 
most everyone is a prospect and can 
be approached through low cost mass 
advertising. 


In solving the problems faced in sell- 
ing telephone services, Mr. MacDonough 
suggested that telephone companies fol- 
low the same pattern of merchandising 
that many appliance people follow: 


(1) Explanation. Tell your prospects 
about your products and services in 
terms of consumer benefit—what it will 
do for the user. Use advertising and 
publicity to inform. 

(2) Demonstration. This is the key 
point in most appliance merchandising 
—show the product in place, in use, in 
action; let the prospect use the product 
or see it in use. 
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(3) Solicitation. Ask for the order 
and make it easy for the prospect to 
buy. 

(4) Radiation. This is often the most 
powerful sales force you can use—par- 
ticularly on a low saturation appliance. 
Radiation calls for planting a sale in a 
key home —of an influence maker — 
where the product will be properly dis- 
played and used—where it will be dem- 
onstrated and sell itself to visitors who 
in turn will buy and demonstrate and 
sell. 


Add to these four points one more, 
the “sleeper,” says Mr. McDonough. 
It is concentration. 


(5) Concentration. Use a rifle, not 
a shotgun. Don’t try to push all prod- 
ucts, everywhere, all the time; put man- 
power and money behind special drives 
or pushes at regular intervals. There 
are two kinds of concentrated sales 
activity: 

a) Product Specialization and Terri- 
tory Saturation—this is rotating con- 
centration, or pushing one product at a 
time in all territories, and rotating em- 
phasis to give advertising a ‘new look.” 

b) Territory Specialization and Prod- 
uct Saturation—in this type of concen- 
tration, a company advertises. and 
pushes all products at one time in se- 
lected territories. 


The product specialization kind of 
sales activity has been used for several 
years by the General Telephone System, 
Mr. MacDonough said. To make the 
area concentration sales program effec- 
tive, he suggests a five-point check pro- 
gram, as follows: 


(1) Analyze markets—for size, sales 
potential, facilities available. 

(2) Assign and train sales crews for 
concentrated selling. 

(3) Promotion —calls for advance 
contact of key people in the community 
to announce the event. 


(4) Arrange exhibits. This can be 
done through a special trailer that can 
be moved from city to city or can be 
done by taking over a hall, auditorium 
or store and arranging an exhibit. Make 


A plant workshop during 
the Wisconsin convention 
was devoted to the problem 
of “Clearing Noise Condi- 
tions” and **The Correct 
Placement of Rural Distri- 
bution Wire.” Participants 
in the workshop were Augie 
Steinhart, general manager, 
North-West Telephone Co.; 
G. P. Martin, construction 
and engineering supervisor, 
Wisconsin Telephone Co.; 
Joe Keating, president, 
Thorp Telephone Co., and 
R, A. Schaefer, transmission 
engineer, Wisconsin Tele- 
phore Co. 


tie-ups with merchants in the commu- 
nity to get their cooperation and take 
advantage of window display possi- 
bilities. 

(5) Incentive to buy now. Make it 
worth-while for customers to place an 
order at this time rather than later. 
Free installation has been used in many 
instances to promote “buy now.” 


Through special events, such as a 
telephone fair, substantial sales of many 
services such as extensions, upgrades, 
color telephones, even of primary serv- 
ice, were obtained in test cities in both 
Iowa and Illinois. In several cases, a 
Telephone Week was proclaimed by the 
city’s mayor. In conjunction with ade- 
quate newspaper, advertising, radio 
and TV coverage, local exhibits, and 
utilization of the five-point sales stimu- 
lation program quoted by MacDonough, 
area concentration proved its value. 

In summary, he said, “You can in- 
crease your telephone appliance sales 
and profits by merchandising—with a 
plan, with a program, with continuity 
and consistency!” 


President Flower, analyzing “What 
of Tomorrow,” for telephone people ob- 
served: “Being in a business that is 
practically depression-proof, we can’t 
help but feel that we are entering an 
era of greatly expanding potentials.” 
Then he reviewed some of the ramifi- 
cations inherent in the migration of 
population from cities to rural areas 
and smaller cities and towns. 


Having discussed the trend in the 
industry toward consolidation of small 
companies into larger units, Mr. Flower 
pointed out there is a bright spot in the 
picture for the remaining small In- 
dependents—those left have what it 
takes to survive; have gained strength, 
and are becoming stronger links in the 
industry. He added: “The backbone of 
our industry resulted from individual 


(Please turn to page 24) 
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Exceeds all standards! 


ITT Lead-Sheathed Cable, long in use throughout the United 
States, is available to all independent telephone companies. 


ITT Cable exceeds every exacting standard of telephony, it 
features unit and layer construction. The copper conductor and 
paper insulation is furnished by the largest U.S. supplier of these 
commodities. ITT Cable (aerial or direct burial) is available in 
all gauges—19, 22, 24 and 26. All reels are disposable to eliminate 
additional costs involved in returns. 


Backed by both Kellogg and the world-wide facilities of Inter- 
national Telephone and Telegraph Corporation, you will find 
this cable exceeds the high standards of modern communications. 


Ask your Kellogg Regional Office for a comparison of technical 
specifications against your present supplier of cable. 


8 billion conductor feet in USE in U.S.A. 


SERVING THE LARGEST SINGLE TELEPHONE SYSTEM! 


Basic Specifications 26 AWG 24 AWG 22 AWG 19 AWG 
Sheath: lead with 1% antimony 

Conductor: pure copper wire 

Conductor Resistance 

max. ohms/mile @ 20°C 

Mutual Capacitance 


900 cycles A.C., 
mfd/mile, max. 0.080 0.080 0.090 0.084 


Capacitance Unbalance * * 


les A.C. 

perenne at 22 AWG: up to 1000’—100; 1001’ to 
2000’—150; 2001’ and longer—200 
at 19 AWG: up to 1000’—100; 1001’ to 
2000’—150; 2001’ and longer—200 

Dielectric Strength: 

60 cycles A.C., for 2 sec., volts rms 

conductor-to- conductor-to- sheath 355 355 355 500 

core-to- sheath 850 1000 1000 1000 


Insulation Resistance: not less than 1,000 megohm-miles at 60°F 
measured with a D.C. potential of 100 to 550 volts. 


*not required, except if adjacent pairs are found with like lengths of 
twist when the 900 cycle A.C. capacitance unbalance shall not exceed 
400 micro-microfarads. 


Licensed under patents of American Telephone and Telegraph Company 
and Western Electric Company, Incorporated 


Kellogg Switchboard and Supply Company, 6650 South Cicero Avenue, Chicago 38, Illinois 
Communications Division of international Telephone and Telegraph Corporation. 


Regional Offices and Warehouses: { MINNESOTA: 6100 Excelsior Bivd., Minneapolis 16, Minn., West 9-6715. 
CALIFORNIA: 23 Broderick Road, Burlingame, Calif., OXford 7-5780. NEW YORK: 327 North West Street, Syracuse, N. Y., HArrison 2-9251. 
GEORGIA: 1594 Southland Circle, N.W., Atlanta 18, Ga., SYcamore 4-2441. OM1IO: 1555 West Fourth Street, Mansfield, Ohio, LAfayette 4-6511. 
ULINOIS: 4600 So. Tripp Ave., Chicago 32, Illinois, CLiffside 4-4300. TEXAS: 1515 Turtle Creek Bivd., Dallas 7, Texas, Riverside 7-5191. 
KANSAS: 7th & Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418. EXPORT: 157 Prospect Street, Passaic, N. J., PRescott 3-5100. 


} Major inventories are maintained at four strategic warehouses in New York, Chicago, Kansas City (Kan.),and Burlingame, Calif., 
to guarantee ready access and prompt delivery. 





The REA borrower's conference, held the first day of Wisconsin’s 49th convention, brought representation from companies 
within the state that have financed their improvement programs with REA funds. Wisconsin leads all states in the number 


of borrowers with 39. 


Over 45,000 telephones are served by these companies. 


phone engineering, tells group of new plant specifications proposed by REA. 


effort, individual vision, individual 
courage and individual ownership.” 

Mr. Flower reeled off these questions: 
“What of Tomorrow? Can we com- 
pete for the public’s dollar? Can we 
meet our obligations to the public and 
to the regulatory bodies that govern us? 
Can we write our own ticket as to our 
success or failure?” 

-To these questions he said, “Yes, we 
can! No doubt about it: 


“If, at all times, we have confidence 
in a future that is pretty much of our 
own making. 

“If we recognize the fact that the job 
is endless, and we plan to accomplish 
all that needs doing. 

“If we readjust our thinking, day-to- 
day, as we face up to problems that 
could defeat us. 

“If imagination and vision are per- 
mitted to play more important roles in 
management. 


“If we do not permit ourselves to be 
overwhelmed and defeated by the mag- 
nitude of things to come. 

“All of these things begin with a big 
‘if,’ but there can be no end to prog- 
ress if we are prepared to do something 
about it.” 


J. P. Bigley of Viroqua, in his talk, 
“Looking at Latin America,” described 
his tour of the area with 30 North 
Americans. The trip was made as part 
of the “people-to-people” program in- 
itiated by President Eisenhower to 
counter the feeling of the people of 
Latin America that U. S. citizens know 
too little and care too little about their 
“good neighbors” to the south. 

Mr. Bigley said he thinks Latin 
Americans feel toward us partly the 
way poor relatives feel toward rich rel- 
atives; for example, they criticized the 
U. S. for distributing massive amounts 
of Marshall Plan, and other aid with 
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little or none of it for them in their 


poverty. 


Mr. Bigley found that some South 
Americans feel antipathy toward us by 
reason of our government’s stands on 
oil import quotas, the price of copper, 
quotas on lead and zinc, and import re- 
strictions relating to hoof-and-mouth 
disease. Reasonable or not, these are 
some of the sources of discord, he said. 


South American governments, he re- 
ported, own a little more than half the 
area’s telephones (1.4 million to 1.3 mil- 
lion, approximately). 


Mr. Bigley stated that one of the 
most successful phases of the trip was 
the town-hall-type meetings held to al- 
low large numbers of Latin Americans 
to ask questions of the North Ameri- 


cans. There was one great result of 


Newly appointed Wisconsin Public Serv- 
ice Commissioner Martin F. Glaeser pre- 
senting a talk titled “Danger Signals.” 


Here Hoburg Lee, assistant chief of tele- 


these meetings beyond that of the en- 
lightenment of the Latin Americans, he 
said; it was that, in hearing the mem- 
bers of the group who held widely di- 
vergent views, the others first began. to 
listen, then to understand, and finally 
to respect each other. Mr. Bigley ob- 
served that if this development could 
take place to an ever-widening degree, 
then there will be greater hope for 
world peace. 

Mr. Bigley sees Christianity as one 
of the most effective bulwarks against 
communism in Latin America. It is dif- 
ficult to sell an atheistic form of gov- 
ernment to a religiously-grounded peo- 
ple, he said. 

All companies with manual operation 
were urged to convert to dial “with all 
possible speed and at the earliest pos- 
sible moment” by Leon F. Roberts, di- 
rector of information of the United 
States Independent Telephone Associa- 
tion, who addressed the convention on 
“How Things Look From Ringside.” 


“Based on information given to me 
by those familiar with the situation, it 
is not known at this time what to ex- 
pect as the final result of pending mini- 
mum-wage legislation,’ said Mr. Rob- 
erts. “We are not sure we can stem 
the rising tide against our switchboard 
operator exemption much longer. We 
will be in their pitching as usual with 
all there is in us, and we shall fight as 
valiantly as we have in the past, but 
we are by no means certain of victory. 

“Regardless of what transpires we 
want. to say this: we strongly urge all 
companies which have manual opera- 
tion to convert their exchanges to dial 
with all possible speed and at the earli- 
est possible moment.” 

Mr. Roberts also gave a capsule re- 

(Please turn to page 47) 
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... oh course 


ANSONIA 


nkosea 


ALPETH 


... prompt delivery too! 


HH Low Shield Resistance 
@ All Pairs Guaranteed 
@ Fully Color Coded 


INDEPENDENT 


Ask for Ansonia Ankoseal 
Telephone Cable Literature 


MANUFACTURED UNDER LICENSE AGREEMENT 
WITH WESTERN ELECTRIC COMPANY, INC 
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You can depend on Ansonia Ankoseal for Alpeth 


Cables made under rigid quality controls. 


Ansonia Ankoseal Alpeth Cable is made in con-’ 


formance with the latest REA specifications. 


THE }{ANSONIA}| WIRE & CABLE COMPANY 
JAVIMAOSEEY! 


wy * susceeedT sseneee e880 00 ,° e See wie ald ame 


111 MARTIN STREET, ASHTON 1, RHODE ISLAND 
“Leadership In Plastic Cables Through Quality and Service” 


282-9 
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LTHOUGH WE knew that Alaska, 
A the 49th state, and Hawaii, the 
50th state, are the only two states 
served entirely by Independent tele- 
phone companies, we didn’t give the 
matter much thought until reminded of 
the fact by the USITA. 

Thirteen Independent companies in 
Alaska operate 34,000 stations. These 
Independents cooperate with the Alaska 
Communication System, a branch of the 
U. S. Army Signal Corps, that fur- 
nishes the toll service to provide our 
largest state with good telephone serv- 
ice. 

In Hawaii, the Hawaiian Telephone 
Co. of Honolulu, with more than 200,- 
000 telephones, provides modern tele- 
phone service for the islands of Ha- 
waii, Kauai, Lanai, Molokai, and Oahu. 

This writer has spent considerable 
time in both Alaska and Hawaii and 
can vouch for the fact that the Inde- 
pendent companies have all performed 
wonderful service in developing modern 
communications to serve our last fron- 
tiers. 

* 


The more we see of printed circuitry, 
the more convinced we are that our 
communication equipment of the future 
will all be wired by this method. With 
this system, it is almost impossible to 
make ‘a mistake in wiring and it is 
practically trouble-free. 


Sometimes things are so old that they 
are new again, and this is especially 
true to the younger generation. 

Sometime in the future, a young, am- 
bitious development engineer will rush 
excitedly to his boss and show him a 
relay and explain that it is his new 
invention that will do the work of six 
transistors. 

Only recently, the new telephone 
equipped with’ push buttons instead of 
a dial was being explained to a group 
of youngsters. They were not overly 
impressed. 
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Plant Man's Notebook 


BY RAY BLAIN, TECHNICAL EDITORIAL DIRECTOR 


One youngster spoke up and ex- 
plained that he had visited a small town 
recently where they had a _ telephone 
even newer than the key set. With this 
system, you picked up the handset and 
an operator answered and got your 
number for you. 


A recently developed transistorized 
power megaphone claims to broadcast 
speech over a full quarter range with 
maximum distinctness and _ intelligibil- 
ity. This megaphone uses a readily 
available battery, capable of 6,000 two- 
second messages, as well as push-pull 
transistors in a special circuit to pro- 
vide its unusual clarity and carrying 
power. 

Red and gray vinyl and polyethylene 
plastics of high abrasion and impact 
resistance are used in its construction 
and all materials and finishes are suit- 
able for rough, outdoor use. 

It is also lightweight, easy to carry, 
and requires no warmup period. It 
weighs 34% pounds with battery, and 
measures 15% inches long by 9% inches 
maximum diameter. 

It is also furnished with a plastic 
sling strap, and a squeeze grip for one- 
hand operation. 

This megaphone should prove useful 
for line foremen to communicate with 


men working along a line. It would be 
especially helpful on and cable 
stringing jobs. 
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Luck has been defined as good plan- 
ning, carefully executed. 


We recently received a report of a 
serious accident that might have been 
avoided with proper precautions. 

A telephone man had a flat tire 
while driving along a highway at night. 
He pulled to the side of the road as far 
as he could go, and was removing the 
spare from the trunk, when a driver 
blinded by oncoming lights plowed into 
him from the rear. 

Both cars were demolished, and the 
telephone man lost a leg and is still in 
the hospital. Because of this accident, 
he will be maimed for life. 

Whenever a vehicle must stop at 
night on a busy highway, a suitable 
warning signal should always be put 
out to avoid accidents. Reflectors are 
of some value. However, it is generally 
felt that a flashing light is the most 
effective warning that can be provided. 

One satisfactory device is the “RAR” 
beacon light which recently has been 
placed on the market. This unit fea- 
tures a 50 cp bulb in a 6 inch para- 
bolic reflector. This results in a new 
high in light output for a revolving 
beacon. Glass lens is rubber-cushion 
mounted in the non-corrosive aluminum 
housing. The bulb remains stationary 
while the reflector turns at 70 to 80 
rpm. It has been tested in internal 
ambient temperature ranges from —30 
degrees F. 

It stands 8% inches high. Designed 
for continuous or frequent use under 
weather and _ vehicle-vibration 
conditions, it mounts on any vehicle 
roof, or can be used as a stationary 
beacon, indoors or out. It is available 
with red, blue, amber, or mixed lenses, 
for voltages of 6, 12, 28, 32, de as well 
as for 115 V, ac. 


severe 
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Write 


for Holan Catalogs on cable splicers and /U-76. 


Holan Corporation, 4100 West 150th Street, Cleveland 35, Ohio 


Plants in Cleveland, Ohio; Griffin, Georgia; Phoenix, Arizona 
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Dial Signaling for Telephone 
Maintenance Radio Service 


Secode selective signaling is the out- 
growth. of our work with telephone 
companies since 1927. It is really a 
page out of the phone company’s 
own book. It puts the company’s 
private mobile radio system on a 
dial calling basis and does away 
with old-fashioned “party line” 
operation. 

You Always Get Your Man 

With Secode selective dialing, your 
dispatcher dials mobile units indi- 
vidually without alerting others. If 
your man is away, a panel light tells 
him he was called. If he’s up a pole 
or in a building, your dispatcher 
can blow his truck horn or turn on 
the headlights. 


A Flexible System 

You can call one service truck, a 
group, or all units together. You can 
choose between one and two-way 
dialing from office to vehicle, 
vehicle to office, and vehicle to 
vehicle. And you'll be surprised by 
the low cost in each case. Users say 
they don’t know how they got along 
without Secode. 


Unequaled Reliability 

The, rugged Secode selector is an 
electro-mechanical switch, respon- 
sive to digital pulses. Its contacts 
close only upon receipt of approp- 
riate pulses and reject all others. 
Secode equipment is OCDM ap- 
proved and eligible for matching 
funds. 


More Distance 

Secode signals get through noise 
and interference miles farther than 
voice calls. Secode dial signaling 
gets through despite hills and ob- 
structions. 


Tie-In with Land-Line 


Secode also offers complete termi- 
nal equipment to interconnect pri- 
vate systems with land-line systems 
so any extension can dial any mo- 
bile and vice versa. These systems 
are fully compatible with present 
Bell and independent equipment, 
and are simple and economical to 
install. 

New Brochure 


For more details, write now for our 
new 8-page brochure or call your 
nearest Secode engineering repre- 
sentative for a free copy. 

Dept. 736 


SECODE 
fed S20) 2 Wael, 


555 Minnesota Street, San Francisco 


MArket 11-2643 


By ROBERT LATIMER 


ELPING A LOCAL hardware 

dealer. by emphasizing the bril- 

liant color now available in most 
household items in combination with a 
novelty display of color telephones, has 
paid dividends in greater installation 
volume for The Mountain States Tele- 
phone & Telegraph Co., in Prescott, 
Ariz. 

The unique cooperative display came 
about when Clyde Garrett, owner of 
the Valley Paint & Hardware Co. of 
Prescott, noted the number of color tele- 
phones in Prescott homes. 


He was anxious to build up sales of 
housekeeping items, such as “kitchen 
gadgets,” small 
cooky jar 


electrical appliances, 


sets, tinware, waste re- 


ceptacles, and other items. 

“Even the most commonplace house- 
hold item is coming out in brilliant 
color today,” Mr. Garrett said. “It oc- 
curred to me that if we put some em- 
phasis on color telephones in a window 
display, it would not only emphasize 
bright yellow, red, blue, green, pink, 


‘Color Telephones, Housewares 


| Sold in Cooperative Display 


and other hues being used in house- 
wares, but would demonstrate that a 
modern household needs color.” 

Visiting the Mountain States com- 
pany, Mr. Garrett explained his ideas, 
commenting that he had found brightly- 
colored telephones in at least half the 
homes he had visited during the past 
several months. 

“In fact, it was obvious in many in- 
stances that the installation of a color 
telephone was the spark plug which 
touched off the buying of many other 
household utility items in color,” he 
added. “In other words, where a color 
telephone has -been installed, the 
chances are that the housewife will 
modernize her kitchen by replacing as 
many items as possible in the same sort 
of bright color.” 

The result was that Mr. Garrett im- 
mediately worked out the detail of his 
cooperative window display with the 
Mountain States company, which was 
only too glad to cooperate. The dis- 
play was designed to show residents of 


(Please turn to page 64) 


Attractive shadow box window display combines color telephones with housewares 
and home accessories, also in color, in unique cooperative sales promotion effort 
by the Mountain States Telephone & Telegraph Co., Prescott, Ariz., and the 
Valley Paint & Hardware Co. of the same city. Display show-cased telephones and 
home items so successfully that orders for color telephones streamed in to Moun- 
tain States office, and paint company’s sale of paint for single month was all-time 


record for the company. 
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ELECTRONIC SWITCHING 
GETS A TRIAL 


THE FIRST electronic switching 
central office in the Bell System is 
scheduled to go into operation in 
Morris, Ill., in about a year. The 
new system will provide new serv- 
ices for customers in addition to 
eliminating the need for relays and 
switches. Among the new features 
included are “in-dialing” for PBX 
customers, whereby incoming calls 
can by-pass the switchboard and 
ring the local direct. Another fea- 
ture will be the use of a _ tone 
sounder instead of a bell in the tele- 
phone instrument. 


With the new system, business 
customers will be able to: 


(1) Transfer a call from one ex- 
tension to another by dialing a code 
number. 


(2) Hold one call while handling 
another, merely by dialing a code 
number. 


(3) Bring a third party into an 
existing conversation by dialing a 
code. 


Future hopes include features 
which will enable a customer to 
have his calls rerouted when he 
leaves his office, and a system of 
code numbers which will cause the 
equipment to automatically dial up 
his most frequently called. numbers. 

The cut-over to electronics is ac- 
tually a two-stage job. Morris, II!., 
is presently served by manual tele- 
phones. The first cut-over, planned 
for October, will cut the 4,600 lines 
to No. 5 crossbar. This will provide 
extended area dialing, but Direct 
Distance Dialing (DDD) is not in 
the plans for Morris. 

After the town is cut to crossbar, 
780 of the stations are scheduled to 
be cut to electronic, but this will be 
done on a line-by-line basis. Except 
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Placing first electronic switching cabinet in electronic switching room 
at Morris. At far right is W. C. Giller, dial equipment engineer of Illinois 
Bell Telephone Co. Next to him is Dwight Forsberg, Western Electric 


installation foreman. 


for businesses, which may have use 
for the new features, there will be 
little difference to subscribers as 
the lines are changed from crossbar 
to electronic. The one-by-one cut- 
over will allow the electronic sys- 
tem to assimilate the calling load 
gradually, and permit engineers and 
scientists to observe the results pro- 
gressively. 

Actually the two dial systems will 
have to interlock. The telephones 
connecting to the electronic switch- 
ing unit will still use dials, although 
the use of pushbutton type instru- 
ments is seen as a future possibility. 

Information released by the Bell 
System at this time does not include 
circuit details of the equipment be- 
ing used. The progress of Bell Tele- 


phone Laboratories in_ electronic 
switching has been faithfully re- 
corded in the Bell System Technical 
Journal for the past several years. 
In addition, much ‘information has 
appeared in the columns of this 
section. 

However, just which features of 
electronic switching have been com- 
bined to create a working office at 
Morris will probably not be made 
known until the system has been 
proved in and Wuly modified as re- 
quired, This is a field trial, and the 
purpose of such a trial is to deter- 
mine what further design changes 
may be necessary. This was true 
of the first panel and crossbar of- 
fices, and the later installations don’t 
even look like the prototype. 
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Gas Tube 


Electronic switching, as developed 
by Bell for’ Morris, includes the lib- 
eral use of transistors, but also fa- 
vors the use of a gas tube, or “trig- 
ger tube” to take the place of relay 
contacts in closing through a talk- 
ing path. It perhaps should be 
noted here, that while electronic de- 
Vices can simulate mechanical con- 
tacts, or can accomplish the same 
functions in an over-all system, elec- 
tronic components cannot be di- 
rectly substituted for mechanical 
parts. Thus, one cannot directly 
substitute a.transistor for a relay. 


In electronic design, the system 
must be planned around the charac- 
teristics of the components. For ex- 
ample, the winding and the contact 
of a relay are electrically separate. 
That is, unless you purposely wire 
the two together, they are two dis- 
tinctly different parts of a circuit. 
If a vacuum tube is used as a relay, 
the cathode-to-grid circuit may serve 
as the operating element, as does 
the winding in the relay; the cath- 
ode to plate circuit is then equiva- 
lent to the contact to be closed. But 
the cathode is common to both cir- 
cuits, and this must be_ reckoned 
with in circuit design. 


Transistors have similar common 
circuits, and both transistors and 
diodes have another limitation in 
that the opening or closing of a cir- 
cuit is not always absolute. When 
a relay contact is open, the circuit 
is absolutely broken; thé resistance 
is infinite. When the contacts are 
closed, there is practically no resist- 
ance in the circuit. With semi-con- 
ductors, in the forward conducting 
or “closed” condition, there is still 
the resistance of the semi-conductor 
material in the circuit. In the back- 
ward conducting or “open” condi- 
tion, there is still some leakage of 
current. 


In an electronic telephone switch- 
ing system, these features must be 
reckoned with. In addition, provi- 
sion must be made to couple this 
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system into existing switching fa- 
cilities which use heavy current 
switches and relays. 


Obviously, the best approach is a 
completely new design, engineered 
around the characteristics of the 
electronic components. This is be- 
ing done in the Morris installation, 
and hence additional features are 
being developed. In past descrip- 
tions of telephone systems, it has 
been convenient to compare the new 
with the old. Thus, when panel was 
developed, it was easy to see that 
the sender was equivalent to the op- 
erator, the line finder did the same 
thing as the operator’s hand, etc. 
Each subsequent development in tel- 
ephone switching could be easily 
understood by a prior reasoning— 
the marker in crossbar was some- 
thing: like the decoder in panel, a 
line finder frame was like an “A” 
board, a connector frame like a “B” 
board. 

This kind of reasoning fails in 
the understanding of an electronic 


switching system. One reason for 
the failure of this line of thinking 
is that the new telephone system 
has been developed out of computer, 
not telephone, design. In other 
words, the electronic office is a giant 
electronic brain complete with 
“memory” and “logic” circuits. It 
has been compared to a_ chess- 
master, capable of playing, and 
winning several games with differ- 
ent players at once. The machine 
shares its time with each customer 
using its prodigious memory to keep 
track of the progress of every call 
in the system, and uses logic cir- 
cuits to interpret the customer’s 
needs. 


Central Controi 


Thus, while step-by-step systems 
advanced in sophistication into com- 
mon control systems, with the elec- 
tronic office “central control” is the 
latest thing. A common control of- 
fice uses common equipment to in- 
terpret the number dialed and build 
up a talking connection between two 
customers. There may be several 


“Card circuit” in electronic switching cabinet for Morris, Ill., trail instal- 
lation. These “racks” are part of only one cabinet. 
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pieces of equipment in the office, 
senders, markers, trunks, etc., which 
assist in this function. 


In electronic switching, bécause 
of the high switching speeds pos- 
sible, only one “central control” 
may be needed to handle all of the 
calls in the office. Such a central 
control can “scan” or test every line 
in the office several times per sec- 
ond, and by means of a memory, 
store information relating to the 
condition of each line—whether it 
is on or off hook, dialing, or idle. 

Part of central control is a “ran- 
dom access” memory, which is a 
feature found in computers. Such 
a memory consists of a device which 
will store electrical impulses which 
represent information, and which 
will read this information back upon 
inquiry. Such memories may con- 
sist of magnetic recorders, such as 
tapes, or drums, or may consist of 
special matrices or tubes which 
store information electrostatically— 
in the form of an electrical charge. 


New Concepts 


Actually, present-day telephone 
exchanges possess a memory fea- 
ture, although a _ telephone man 
doesn’t think of it that way. For 
instance, the cross-connects on a 
frame constitute a record of where 
each line is connected. Although a 
customer calls a telephone directory 
number, this information is trans- 
lated by the jumper wires into a 
specific switch and frame location. 
Thus, the jumpers, are a_ semi- 
permanent memory of where each 
line is located. As a customer dials 
a number, this number is registered 
either by the locking up of: relays, 
or by the rotation of switches. In 
any event, until the call is com- 
pleted, a group of components are 
in an off-normal condition, and the 
number called can be read out of 
this “memory” by anyone who knows 
how to trace a call through a dial 
office. 


However, when the electronic of- 
fice is in full bloom, these concepts 
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Close-up of “card circuit” used 
in electronic switching equipment 
for trial installation at Morris, Il. 


will change. Not only is a tempo- 
rary electronic memory possible in 
electronics, a permanent one can be 
built also. Thus, an electronic office 
can readily memorize all the num- 
bers being called at a given mo- 
ment, and it can also remember 
where the cross-connect jumpers 
ought to be—if there were any 
jumpers. 


That is, permanent record infor- 
mation, such as class of service or 
specal handling in particular frames, 
and number group information for 
the location of a directory number 
on a switching frame, can be made 
part of an electronic memory. Thus, 
frames with jumpers to store this 
information become unnecessary. 


Actually, the trend to electronic 
memories has been underway for a 
long time in the telephone business. 
Photographic plates have been used 
for storing information, and the 
DDD No. 4 toll offices around the 
country use a punched-metal “card” 
file for routing information. When 
a distance call is placed through one 
of these offices, a translator is 
brought in on the call. This con- 
sists of a large file of punched cards 
made of sheet metal. Notches, which 
are cut like a key along one edge 
of the cards, permit a single card 
to be displaced in accordance with 
the 3 or 6-digit code dialed. When 
the correct card is displaced, light 


travels through, or is cut off from 
a pattern of holes in the card. Elec- 
tronic eyes interpret this pattern 
and route the:call accordingly. 

The electronic system will per- 
mit the same kind of operation with 
electronic, rather than mechanical, 
memory. equipment. 


Compatibility 


One of the problems which arise 
with electronic switching, is that of 
interlocking the system with older 
switching equipment. For instance, 
in the Morris installation, the elec- 
tronic unit will have to be compat- 
ible with the No. 5 crossbar office 
which will handle the bulk of the 
customers in this town. A basic dif- 
ficulty -is that the crossbar office, 
like any mechanical switching equip- 
ment, is a “heavy current type” of 
equipment. 


Electronic equipment, on the other 
hand, uses tiny voltages and cur- 
rents. A basic difficulty would be 
encountered if the transistors in the 
electronic offices, for instance, would 
have to handle the heavy revertive 
pulses from a cross-bar office. In 
the Morris installation, this has 
been solved by the use of special 
applique units on the interoffice 
trunks. These special units provide 
the connecting links and make the 
conversion from electronic to cross- 
bar. Thus it became unnecessary to 
design special equipment in the 
electronic office to handle the other 
calls. 


New Look 


As a result, calls pass smoothly 
from one unit to another in either 
direction, without the customer be- 
ing aware that he is dialing from 
one era into another. 

* The No. 5 crossbar office will 
handle the extended area dialing 
and other switching functions, but 
the interconnecting trunks will make 
these features available to the elec- 
tronic switching customers as well. 


The use of electronic switching 
will give the central office a new 
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look. Electronic equipment is de- 
signed. in depth—that is, it has a 
three dimensional aspect that the 
old relay-rack construction did not 
have. In electromechanical offices, all 
the components were spread out 
next to each other on mounting 
plates. The mounting plates in the 
electronic office are small plastic 
cards — printed circuits containing 
the resistors and transistors already 
in place (see accompanying illustra- 
tions). These cards are mounted 
in small guides, and can be pulled 
out or reinserted into a frame, much 
the same as a card would be placed 
in a pigeon hole on a roll-top desk. 
This will utilize floor space to better 
advantage. In addition, automatic 
trouble-location circuits will point 
up defective circuits at once, and 
the plug-in construction will permit 
a maintenance man to readily replace 
a defective circuit completely. 


If all of this sounds pretty in- 
volved, be of good cheer. Engineers 
actually regard an electronic switch- 
ing system as simpler than the old- 
er types. This is because the elec- 
tronic system is organized into a 
group of major components, each 
of which performs a single. function, 
at high speed, for the entire system. 


A further simplification results 
from the fact that the number of 
interconnecting wires between units 
is measured in tens rather than in 
hundreds or thousands, as _ with 
older systems. 


Probably the greatest impact on 
telephone people will be the use of 
computer language in the telephone 
exchange. The computer field has a 
“lingo” all of.its own, and although 
electricity hasn’t changed any 
throughout the years, the language 
has changed. Two contacts in series 
with each other aren’t just a series 
circuit in computer talk. This is 
called an AND circuit, because con- 
tact one AND contact two must be 
closed to energize the circuit. Two 
contacts in parallel become an OR 
circuit, because either one OR the 
other will complete the circuit. 


32 


& TELEPHONY’S ELECTRONICS SECTION 


However, once grasped, computer 
talk makes possible circuit explana- 
tions that even a non-electronically 
educated person might understand. 
Take the following explanation of 
an item in electronic switching 
which was given by R. W. Ketch- 
ledge before a computer conference: 


“Control by a Stored Program. 
The use of a stored program in 
place of a wired logic is made pos- 
sible by high-speed random access, 
large capacity permanent memory. 
The complexities of a telephone of- 
fice are such that hundreds of thou- 
sands of bits of program are re- 
quired. The real time nature of the 
system requires fast random access, 
even though the stored information 
is changed infrequently. 


“This substitution of memory for 
logic makes the remaining wired 
logic become a general purpose unit 
for interpretation and routing of 
order words. Thus, machine prob- 
lems are solved not by logic, but by 
looking up the answers in the “back 
of the book”. The stored order words 
thus control the system sequences 
and decisions for both telephone 
calls and internal trouble detection 
and location. 


“The advantages of the use of a 
stored program are reduced system 
complexity, fewer variations in man- 
ufactured units, reduction in wired 
options, simplified engineering of 
particular installations, and great 
flexibility. This flexibility permits 
the addition of new features and 
changes in control sequences with 
little or no change in hardware. 


“The electronic switching system 
can be programmed to perform a 
wide variety of complex tasks, and 
to render telephone service in a 
wide variety of ways. Changes in 
operation or provision for new serv- 
ices are achieved by modifications 
of stored information rather than 
by changes of wired connections.” 


Which, loosely translated, means 
that the electronic brain, like its 
human counterpart doesn’t have to 
know what it’s doing, as long as 
it has a good enough memory to do 
it right every time. 

The tone sounder which will re- 
place the telephone bell in electronic 
switching systems, has already been 
given a field trial. Site of this ex- 


periment was Crystal Lake, IIL, 
where 300 customers were supplied 
with telephones which sounded a 
musical note instead of ringing a 
bell. The tone sounder operates by 
the use of transistors, and requires 
less than 1 volt, compared to the 
85 volts needed by the standard tel- 
ephone bell. 


Appearance of the instrument is 
not much different from that of the 
WE 500 type, except for a lou- 
vered section in the base where the 
loudspeaker is housed. A total of 
eight different tones were tried out. 
They ranged from A-sharp above 
middle C to the C two octaves above 
middle C. Customer reaction was 
generally favorable. The tone was 
found to be of advantage to the 
partially deaf, who could hear it 
better than the bell. 


Best comment: “It doesn’t wake 
the baby.” 


ELECTRONIC 
LARYNX 


WHueEnN a person loses his vocal 
cords through surgery or otherwise, 
he can no longer speak, because he 
can make no sound. If the buzzing 


New electronic artificial larynx 
utilizes a modified telephone re- 
ceiver (diaphragm with small 
center disk attached) which trans- 
mits sound through flesh into 
person’s throat. By manipulating 
pitch control switch while talking, 
user’s “artificial voice” can sound 
very natural, 
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sound made by the vocal cords can 
be replaced from some other source, 
the other organs of speech—the 
tongue, the lips, the palate, the 
teeth can modulate this sound into 
speech. 


The Bell System has long had an 
artificial larynx device which it has 
made available to those who lost 
their own vocal cords. This was an 
air operated reed device which pro- 
vided the necessary sound. 


Now, even this idea has gone 
electronic. The new Bell System 
artificial larynx equipment consists 
of a small transducer or loud- 
speaker, powered by a battery-oper- 
ated transistor oscillator. In use, 
the small speaker is held against 
the outside of the throat, and the 
oscillator turned on. The vibrations 
from the speaker are transmitted 
into the throat. The user only then 
has to form the words with his 
mouth and lips, and the speech will 
emerge. The device is adjustable by 
the user so that the pitch of the 
voice can be raised or lowered. 

The method of creating artificial 
speech has been used in animated 
cartoons in the movies and on radio 
commercials, to give speech to in- 
animate objects or animals. For 
instance, if any sort of a sound is 
sent from a loudspeaker into the 
voice box in the throat, this sound 
can be modulated by the other or- 
gans of speech, and a voice of sorts 
will emerge from the  speaker’s 
mouth. 

Thus, a locomotive can be made 
to appear to talk, by sending the 
sounds of the engine’s exhaust into 
the throat by means of a small 
speaker, and then silently speaking 
the desired words. 


NEW VOLTMETER 


A NEW electronic voltmeter is 
available from the Hewlett-Packard 
Co. of Palo Alto, Cal. The instru- 
ment measures voltages from 100 
microvolts to 1,000 volts. It will 
also measure current from 0.1 mi- 
croampere to 1 ampere. 


As an ohmmeter, it will measure 
from 0.02 ohms, to 5,000 megohms, 
with a circuit that eliminates lead 
resistance error. 

In addition, the instrument’s in- 
ternal amplifier, which provides a 
voltage gain of 1,000, can be used to 
operate external instruments such 
as potentiometer or galvanometer 
recorders. The extreme stability of 
the instrument makes it suitable for 
high gain direct current amplifica- 
tion. Stability is such that no zero 
adjustment is required. 
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electronics training... 


*K 


the new way 


Almost everyone admits that the rapid growth of elec- 
tronics has created problems for telephone men. The skills 
of yesterday are still important, but they must be aug- 
mented with a new skill . . . electronics. 


How is your company solving this problem? Specialized 
resident programs can do the job, but they are expensive. 
Tuition costs, per diem allowances, transportation and 
salary for a minimum program can easily add up to 


$2,000 per man. 


If you could invest in a guaranteed program at a small 
fraction of the above cost, would you be interested? If 
you could, in addition, keep your personnel in a produc- 
tive status during the training period, would you be more 
interested? 


No one can have their cake and eat it, but a Cleveland 
Institute program comes close to just that. Your men 
receive a solid foundation in electronic fundamentals, 
plus a Commercial FCC License, and you don't lose their 
services during the training period. 


We would like the opportunity of sending you full details 
on our plan. Use the coupon below to ask for the free 
brochure. 


*When you see our technical approach and training philos- 
ophy, we think you will agree that we have developed a 


“new way’ of bringing training to you. 


Fill out the coupon for your Free copy! 
Cleveland Institute of Radio Electronics 
4900 Euclid Ave., Dept. TE-33 


Please send full information on your Employers’ Plan 


for training technicians. 


NAME con 
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ADDRESS___ 








Now the Martins have 





TWO Telephones... 


This is the Martin family. And, they’re tickled pink with their 

new extension telephone. Of course, the Martins have always had 

one telephone in the front hall. But, last week Florence Martin decided 
to put a second phone in the family room. Here’s how it happened... 


On Monday, Florence stopped at the telephone company business office 

to pay her bill. While she was there, she noticed a display of Type 80 

desk telephones. The smart, functional design of the instrument caught her eye 
immediately. And, she learned that the Type 80 is available in 

a choice of 10 beautiful colors. That night, Florence spoke to her husband 
about getting an extension. Sam was dubious. But, Florence convinced him. 
On Tuesday, she called to place her order for a Type 80 in Camellia Pink 

(to match her drapes). And, just look at the Martins now... 


Sam thinks the extension is the best idea he ever had. He likes 

the lifelike transmission and clarity of the Type 80 (he’s making more 
toll calls than before). Because the handset of the Type 80 is lighter, it’s 
easier for little Kathy and Ricky to use. And, Florence is delighted with 
the beauty and convenience of her new phone. Result—the Martins 


are among the most satisfied customers that the telephone company has. 


Your community is full of families like the Martins. Families that need 
extension phones. If you can sell Florence, she’ll sell Sam. Use the 

Type 80 to earn extra revenue and increase good will in your community. 
To place your order, contact your A.E. salesman or write Automatic Electric 
Sales Corporation, Northlake, Illinois. Telephone Fillmore 5-7111. 

In Canada, Automatic Electric Sales (Canada) Ltd., 

185 Bartley Drive, Toronto 16. 


AUTOMATIC ELECTRIC 


Subsidiary of 
GENERAL TELEPHONE & ELECTRONICS 





OK Only One Name To Listing 
For Lincoln (Neb.) Company 


The Nebraska Railway Commission 
on June 2 gave permission to the Lin- 
coln Telephone & Telegraph Co. to dis- 
continue nicknames and given names 
for more than one person in the same 
listing. 


The company said that 2-5 telephone 
numbers require considerably more 
space per line, and that if the former 
practice were continued, it would re- 
sult in considerable extra expense in 
directery printing as more exchanges 
are converting to the new system. The 
Lincoln exchange .will be changed to 
2-5 numbering in December. 

Under the new practice, listings in 
alphabetical directories -will be limited 
to information necessary to identify 
the subscribers. -Additional names may 
be carried in alphabetical order as extra 
listings at°50. cents per month. 


. . 
Cal.. Company Gets $4,900 
Raise for Exchange 

The California Public Utilities Com- 
mission on June 16 gave Central 
California Telephone Co., Bakersfield, 
authority to increase rates at its 
Lemoncove exchange. 

The application requested increases 
sufficient to raise the company’s gross 
annual revenues from the Lemoncove 
exchange by approximately $4,900. 

The new rates will provide approxi- 
mately a 3 per cent rate of return on 
the Lemoncove exchange investment. 
The, new rates will become effective on 
conversion to automatic operation. 

Present manual and approved dial 
rates are as follows: 


Pres- 

ent 
One-party business ...... $3.00 
Two-party business ~- 
Ten-party business 2.50 
One-party residence 2.25 
Four-party residence .... 
Ten-party residence 


Ap- 
proved 
$6.75 
5.50 
5.00 
4.50 
3.10 
2.25 3.60 


OK Sale of Two in Neb. 
The Nebraska Railway Commission 

on June 17 approved the sale of the 

Eagle and Alvo exchanges of the Eagle 
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Courts and Commissions 


Independent Telephone Co., and the 
Alvo Telephone Co. to the Capitol Tele- 
phone Co., Hickman (TELEPHONY, May 
2). 


Ind. Company Gets Rate, Loan 
OK, Allowed to Drop EAS 


The Carroll Telephone Co., Inc., Del- 
phi, has been granted permission by 
the Indiana Public Service Commission, 
it was reported on June 10, to borrow 
$326,536 and to raise rates. (TELEPH- 
ONY, Jan. 24). 

The company plans to cut over its 
Delphi and Idaville exchanges to auto- 
matic operation. 

The commission also allowed the Car- 
roll company to discontinue extended 
area service from Idaville to the Bur- 
rows exchange of the Burrows Tele- 
phone Co., the Camden exchange of 
Camden Cooperative Telephone Co., the 
Deer Creek exchange of Deer Creek 
Cooperative Telephone Co. and the 
Rockfield Telephone Co.’s Rockfield ex- 
change. 


Seek to Purchase Three 
Exchanges in Missouri 

Application to purchase the Cassville 
Rural Telephone Co., Inc., was to have 
been filed with the Missouri Public 
Service Commission during the week 
of June 15 by the Southwest Dial Inc., 
Sarcoxie. W. W. Coleman, manager of 
the Southwest company, made the an- 
nouncement. 

The Independent plans to use an 
REA loan to rehabilitate the Cassville 
company’s three exchanges at Cassville, 
Washburn and Exeter. 

The and Washburn ex- 
changes 1,200 subscribers 
and 701 subscribers are expected to 
be added after cut-over to automatic 
operation. 


Pacific T&T Seeks $9,327,000 
Increase in Washington 

The Pacific Telephone & Telegraph 
Co. on June 10 filed an application with 
the Washington Public Service Com- 
mission asking for $9,327,000 in in- 
creased rates. 


Cassville 


now serve 


John Benfield, the company’s Tacoma 
district manager, said that taxes would 


take all but $4,233,000 of this amount. 


Mr. Benfield pointed out that since 
expansion costs have gotten progres- 
sively higher, the company has been 
forced to “expand on a piecemeal basis 
because we have no financial elbow- 
room. In our present expanding econ- 
omy, costs will continue to rise.” 

The company is seeking new rates 
as follows: 


Tacoma Puyallup, Sumner 
Buckley 


$10.75 


One-party 
business 
One-party 
residence 
Two-party 
residence 


.. -$18.25 $9.75 


7.05 5.60 5.30 


5.45 4.20 4.00 
Auburn, 
Bremerton, 


Port Orchard 


Des 
Moines 
One-party 
business .. 
One-party 
residence 
Two-party 
residence 


.$20.75 $13.50 


7.50 6.20 
5.85 4.70 
Aberdeen-Hoquiam, 
Centralia-Chehalis, 
Enumclaw, Olympia 


. $12.00 


One-party 
business 

One-party 
residence 

Two-party 
residence 


5.90 
4.45 


Ask Rescheduled Hearing 
On EAS in Indiana 


The General Telephone Co. of In- 
diana has requested the Indiana Pub- 
lic Service Commission to reschedule 
the hearing from June 4 to June 30 
concerning elimination of so-called 
“free” telephone service to certain ex- 
changes in the Carthage, Morristown 
and Arlington areas (TELEPHONY, Apr. 
4). 

In the interim, according to a com- 
pany spokesman, the General Com- 
pany will file an amended petition seek- 
ing approvai to substitute EAS for the 
“free” service now in effect between 
Carthage and Mays; Carthage and Ar- 
lington; and Morristown and Arlington. 


Asks to Sell Bonds in Mo. 


The Webster County Telephone Co., 
Marshfield, on June 11 asked the Mis- 
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Compact, accessible 
interrupters 


+ oe a.' 


> “wypyngy § to 


Perman- 
ently 


aligned 
drives 


“Ready- 
to-go” 
pre-wiring 


motor-driven tone alternators 


for tones matching Bell System 


Esco tone alternators combine a drive 
motor and up to three permanent- 
magnet tone generators in a single 
frame. The alternators develop stand- 
ard Bell System 500 and 600 modu- 
lated 120 cycle tones. An optional 
third circuit supplies a 420 modulated 
40 cycle tone for ring back. What’s 
more, with Esco motor-driven tone 
alternators, the same drive motor sup- 
plies driving power for the interrupt- 


Write today for full information ESTO) 
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ers as well. This integrated design 
saves space and equipment and it 
means better balance and alignment, 
too. 


As you would expect, Esco alternators 
feature permanently-sealed, precision 
ball bearings, protected construction, 
finest materials and workmanship, 
plus rigid tests and inspection 
throughout manufacture — they’re 


™ 


Screw adjusted 
pile-ups 


ADDITIONAL ESCO FEATURES 
(details in future ads pictured on the 
dial) — further explain why Esco 
components are included in installa- 
tions of prominent suppliers like 
Automatic Electric Co., Federal Tele- 
phone and Radio Corp., Kellogg Switch- 
board and Supply Co., Leich Sales 
Corp., and Stromberg-Carlson Co. 


made by specialists in rotary electri- 
cal equipment. 

These are some of the reasons why 
Esco alternators give smoother, qui- 
eter operation and longer life — some 
of the reasons why so many equip- 
ment engineers and suppliers choose 
Esco. But get the full facts for your- 
self. Send for our free booklet on 
ESCO RINGING EQUIPMENT 
today. 


ELECTRIC SPECIALTY CO. 


176 South Street, Stamford, Connecticut 
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souri Public Service Commission for 
permission to sell $226,000 in 6 per cent 
first mortgage bonds. 


Four Get Raises in Minn.; 
Establish EAS, Dial Service 

The Minnesota Railroad & Warehouse 
Commission on June 15 approved the 
following petitions: 


Audubon Telephone Co. was granted 
a rate increase. The company serves 96 
local and 262 rural stations. 

With the old rates, authorized in 
1951, the company’s net operating reve- 
nues were $12,185, with a net income of 
$809 or a 3.59 per cent return on a 
base rate of $22,225. 

Net operating revenucs with the new 
rates are $15,600, giving the company 
a net income of $1,245 or a 5.60 per 
cent return on the rate 


Old and new rates are as follows: 


base. 


Old 


a 
ote 
oat 


One-party business 

Two-party business 
Multi-party rural business. . 
One-party residence 

Two-party residence 
Four-party residence f 
Multi-party rural residence 1.75 


tA 


bo bo bone nce oo 


vin or-3-) 
en on & 


oc 


_ 
eS 


The Winsted Telephone Co. was al- 
lowed to raise rates effective when ex- 
panded automatic central office equip- 
ment permitting a tie-in with 
distance dialing is cut over. 


direct 


The company plans to borrow $110,- 
000 at 5% per interest through 
a private lending agency. The Win- 
sted company’s present automatic equip- 
ment was claimed to be inadequate to 
handle service demands. 

The company 325 
130 company-owned stations. 


cent 


serves local and 

It currently, under rates authorized 
in 1953, has net operating revenues of 
$27,664 and a net income of $3,408, 
giving it a 2.17 per cent rate of return 
on a rate base of $156,737. 

The cut-over is expected to take place 
in August, 1960, at which time the 
rates currently approved by the com- 
mission will give the company net op- 
erating revenues of $33,551, and a net 
income of $9,058 providing a 5.77 
cent rate of return. 


per 


Present and approved rates are as 
follows: 
Pres- Ap- 
ent proved 
$5.75 $8.00 

6.75 
5.25 
5.25 


4.50 


One-party business 
Two-party business TE 
Multi-party rural business. 4.2! 
One-party residence y 
Two-party residence 
Four party residence, 
full selective 
Four-party residence, 
semi-selective 
Multi-party rural residence 3.50 
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4.00 


3.50 
4.25 


The Arvig Telephone Co., Pequot 
Lake, was allowed to raise rates at its 
Hackensack exchange and to provide 
extended area service between the Arvig 
company’s Hackensack exchange and 
the Walker exchange of the East Otter 
Tail Telephone Co., Perham. 


A survey of Hackensack subscribers 
showed that approximately 82 per cent 
wanted EAS between Walker and Hack- 
ensack. 

The Arvig company serves a total of 
1,845 stations through exchanges at 
Pequot Lakes, Backus and- Hackensack. 

Extended area service between Hack- 
ensack’s 353 stations and Walker’s ap- 
proximately 857 stations would forma 
group of 1,210 stations that would be 
connectable without toll charge. 

New rates will give the company net 
operating revenues of $128,032 instead 
of the $127,079 currently realized and 
a net income of $27,544 instead of the 
current $26,629. Rate of return on the 
rate base of $956,896 would rise from 
2.78 per cent to 2.87 per cent. 

Present and approved rates are as 
follows: 

Pres- Ap- 


ent proved 


One-party business $6.75 $7.00 
5.75 6.00 


Two-party business 5.75 

Multi-party rural business. 5.50 5.75 

One-party residence 4.25 4.50 

Two-party residence ‘ 4.00 

Four-party residence 3.25 

Multi-party rural residence 4.00 4.25 
* 

Pioneer Telephone Co. of McLeod 
County, Glencoe, was granted a rate 
increase for four of its exchanges. It 
operates seven exchanges which serve 
1,576 rural and 2,637 local stations. 

The Pioneer company plans to con- 
vert its Silver Lake and Stewart 
changes to automatic operation. 


ex- 


Plans also include the provision of ex- 
tended area service between Stewart 
and Buffalo Lake, Stewart and Brown- 
ton, Silver Lake and Glencoe, Silver 
Lake and Lester Prairie and between 
Plato and the Norwood exchange of the 
Pioneer Telephone Co. of Carver 
County. 

The conversions at Silver Lake and 
Stewart are expected to be completed 
early in 1960 at which time the EAS 
will also be in operation. 

Under rates to be effective when the 
project is completed, the company’s net 
operating revenues will be $286,017 
with a net income of $78,733 or a 6.02 
per cent rate of return on a rate base 
of $1,307,369. 

Under present rates, net operating 
revenues are $234,124 with a net income 
of $54,156 or a 4.14 per cent rate of 
return. 


Present rates are as follows: 


Buf- Brown- 
falo ton, 
Lake Plato 
$7.05 $7.75 
6.05 
5.25 


One-party business 
Two-party business 
Rural business 
One-party residence 
Two-party residence 
Four-party residence . 
Multi-party rural residence ¢ 
Twelve-party 

rural residence 


Stew- Silver 
art Lake 
$5.75 

5.00 


One-party business 
Two-party business 
Rural business 
One-party residence ‘ 
Two-party residence 3.65 
Four-party- residence .... 3.10 
Multi-party rural residence 3.65 
Twelve-party 


rural residence 3.95 


Approved rates are as follows: 


Buf- Brown- 
falo ton, 
Lake, Silver 
Stewart Lake 

One-party business 

Two-party business 

Rural business 

One-party residence 

Two-party residence 

Four-party residence 3.4! 

Multi-party rural residence 3.7! 

Twelve-party 

rural residence 


One-party business.............. $8.75 
Two-party business 

Rural business 

One-party residence 

Two-party residence 

Four-party residence 

Ten-party rural residence 


Obituary 

ALLEN M. GIBSON, ‘60, former presi- 
dent of the Home Telephone Co., Shef- 
field, Pa., died of a heart attack in 
Harrisburg on May 25. 

Mr. Gibson, who had been a member 
of the Pennsylvania House of Rep- 
resentatives since 1944, became ill at a 
legislative session. 

He had served as president and a 
director of the Pennsylvania Indepen- 
dent Telephone Association. 


Michigan Convention Dates 

The Michigan Independent Telephone 
Association convention will be held on 
September 16 and 17 in Grand Rapids, 
instead of on Sept. 15, 16 and 17 as 
formerly listed in our convention cal- 
endar. The usual golf party and stag 
dinner will be held on Sept. 15. 


Incorporate in Oklahoma 
The Central ‘Telephone Co., Vici, 
Okla., has been granted a charter of 
incorporation, with $75,000 of capital 
stock authorized. Incorporators are 
Chester Allen Speck, Willie Pearl Speck 
and Virginia Lou Virgil, all of Vici. 
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in the power field 


WITH RAYTHEON 








NEWS ABOUT RAYTHEON DEVELOPMENTS IN TELEPHONE POWER SUPPLIES 





MESSRS, A.M. NEW AND W.M. NEW of Thomaston 
Telephone Company review specifications 
of 100-ampere Raytheon RectiChargeR in- 
stallation. 


t 


HMMA |e 
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MAIN DIAL OFFICE AT THOMASTON now serves 
4,500 terminals, 2,300 lines of terminal- 
per=-station equipment. 


Raytheon Company, Industrial Apparatus Civision, Magnetic Components Department, Daniel Webster Highway, Hooksett, N. H. 


THOMASTON (GA.) TELEPHONE COMPANY 
PROVIDES FOR FUTURE EXPANSION 


Raytheon Rect iChargeR® installation 





In the power field...Raytheon power supplies for: PBX - PABX - MANUAL 
STEP-BY-STEP - X-BAR » AUTOMATIC TOLL TICKETING - ELECTRONIC SWITCHING - CARRIER - MICROWA 


ready for many times present load 


\ 


At Thomaston, Georgia, they know that 
careful planning can save time and 
money in selecting new telephone 
power equipment. 


Here, two Raytheon 100-ampere, 48- 
volt RectiChargeRs were selected in 
place of two 100-ampere, diverter- 
pole generators. The new equipment is 
installed in the main dial office of 
the Thomaston Telephone Company which 
now serves 4,500 terminals, 2,300 
lines of terminal-per-station equip- 
ment. No additional power equipment 
will be needed even though the cur- 
rent load is increased many times 
over. Thomaston officials selected 
RectiChargeRs fox their compact size, 
reliable voltage control and minimum 
maintenance requirements. 


To learn how Raytneon Telephone Power 
Equipment can reduce your total power 
systems costs, please contact your 
telephone equipment supplier or 
write directly to Raytheon Company, 
Magnetic Components Department, 
Hooksett, New Hampshire. 


















Teletype Model 28 Automatic Send-Receive Set A‘'‘com- 
plete station”’ in one console—with facilities for send- 
ing and receiving on message paper or sprocket-fed 
business forms...tape punching ...sending or re- 
ceiving with tape... integrating tape and manual 
keyboarding .. . producing tape automatically, asa 
by-product of send-receive operations. 


Teletype Model 28 Tape Punch Receives incoming 
electrical signals, punches a 5-level ‘common lang- 
uage”’ tape, and prints data right on the tape, for 
easy identification and handling. Unit is used for 
message relaying ... for integrating data from several 
sources into a single tape... for providing punched 
tape as a by-product of send-receive operations. 


water 
nea 


Teletype Model 28 Receive-Only Page Printer A mes- 
sage receiving unit (without keyboard). This is 
“terminal’’ equipment, for use where two-way com- 
munication is not necessary. No attendant is needed. 
Produces a printed record on plain paper or multi- 
part business forms. Table models of this unit and 
the send-receive set at the right are also available. 


Teletype Model 28 Tape Reader This is a sending unit. 
Reads punched tape and instantaneously transmits 
data to local or remote receiving equipment. As with 
all Teletype transmitting units, data may go to one 
destination or a number of destinations simultane- 
ously—either nearby or thousands of miles away. 


SN ncn ire nantes 
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wy ta 


TELEPHONY 





Teletype Model 28 Send-Receive Page Printer Message 


originating unit, for sending and receiving. Model 28 
page units, including the Automatic Send-Receive 
Set, feature a built-in ‘“‘stunt box’’ control system 
for automatic station selection and electrical control 
of remote equipment. Horizontal tabulation and 
form positioning arrangement available. 


Teletype Model 28 Tape Reader—Twin-Shaft Unit is 


similar to tape reader at left. Besides reading punched 
tape for on-line transmission, twin-shaft reader- 
distributor design offers facilities for tape transmis- 
sion to business machines and direct read-out, from 
business machines, for on-line transmission. 
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Applications unlimited... 


TELETYPE 
Model 28 Line 


For communications systems—on-premise or 
nationwide ...data handling... mechanization... 
automation ... telemetering. 


Presented here are the principal units of the 
Teletype Model 28 Line. ‘‘ Model 28” stands for an 
entirely new concept in record communications. It is 
an integrated line, designed on the modular principle, 
permitting a wide choice and ready interchange of 
components and providing accommodations for ex- 
pansion. Typebox printing on page units makes pos- 
sible quick interchange of alpha-numeric characters. 
Speed is 600 characters per minute with printing, 
up to 1,200 characters per minute on tape units 
where printing is not required. 

These new machines are manufactured to 
Teletype’s precision standards for continuous day- 
in and day-out service. Operation is not affected by 
tilt or vibration. All-steel clutches and simple har- 
monic design elements reduce and simplify mainte- 
nance; oiling is needed only once or twice a year. 

Exclusive with the 28 Printer Line is the versatile 
Stunt Box, which is actually a “‘robot brain.” It re- 
sponds to keyboard or line signals, and may be used 
for internal control of extra functions in the Teletype 
printer and for remote control of Teletype or other 
electronic or electro-mechanical equipment. 

The Teletype Model 28 Line opens new areas of 
applications in data communications. In addition to 
the self-contained units shown here, components are 
available to system manufacturers for integration 
with their equipment. The tested dependability, ac- 
curacy and adaptability of Teletype equipment make 
it ideally suited for system applications. 


More information. If you would like more information 
on Model 28 equipment or components, please write 
to: Teletype Corporation, Dept.62F, 4100 Fullerton 
Ave., Chicago 39, Illinois. 


TELETYPE 


CORPORATION 


sussiviary or Western Electric Company wwe. 
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GT&E Creates Market-Sales 
Group, Sullivan Directing 


The formation of a new marketing 
and sales organization by General Tele- 
phone & Ejectronics Corp. was recently 
announced by Donald C. Power, chair- 
man of the board and chief executive 
officer. 

The organization will cover each of 
the corporation’s telephone operating 
companies, and will systematically. con- 
tact their business subscribers to de- 
termine communication requirements 
and actively sell the company’s prod- 
ucts and services. 

This new sales organization is under 
the direction of R. Parker Sullivan, 
vice president-marketing and sales, and 
is scheduled to become effective Sept. 1. 


A comprehensive sales training pro- 
gram has been developed and is cur- 
rently being given to each of the oper- 
ating companies’ marketing and sales 
managers. This training program was 
developed jointly by General Telephone 
and an outside management consulting 
firm, and the sales managers are pres- 
ently receiving 
specialized, sales 
niques and sales management. 


intensive training in 


professional tech- 

The results of the training program 
will qualify the managers to build their 
own sales organization and effectively 
develop the revenue potential that 
exists in General Telephone’s business 
subscriber market. Each operating com- 
pany has appointed a sales manager 
who will be assisted by unit man- 
agers having direct control and super- 
vision over the salesmen who are as- 
signed to their respective areas. 

This particular program differs from 
the general type of sales effort in that 
the salesmen are not assigned to a 
territory and left to their own discre- 
tion as to the manner in which it is to 
be covered. Instead, the General Tele- 
phone sales program calls for careful 
market selection, analysis of the sub- 
scriber’s and through 
direct contact with the subscriber, de- 
termining what his 
are. 

The will then prepare a 
communication package that is best de- 
signed to meet the 
dividual needs and wants. 


present service 


needs and desires 
salesman 
subscriber’s in- 


To accomplish this type of operation, 
the salesman will receive his daily as- 
signments from the unit sales manager, 
thereby providing close supervision not 
only on ‘the salesman’s results, but the 
manner and method he is using in his 
gales contact. 

In addition to improving the serv- 
ices to the subscriber and realizing ad- 
ditional revente for the company, it is 
felt that this program will provide 
many other benefits, including better 


42 


R. Parker Sullivan, vice president, marketing-sales, seated at left, conducts a 
meeting of General Telephone and Electronics Corp.'s new marketing and sales 
group, with P. N. Malmgren, plant director, standing; and seated, left to right: 
Blaine Ward, sales coordinator; Russ Tess, material and supplies administrator: 
C. C. Davis, plant results administrator; and R. D. Kingston, commercial director. 


estimating and forecasting of the busi- 
ness market requirements, improved in- 
ventory control, assistance in the com- 
panies’ public relations activities and 
an excellent source of marketing re- 
search information about products and 
services the subscriber desires. 

According to Mr. Sullivan, General 
Telephone anticipates additional annual 
revenue of approximately 16 million 
dollars as a result of this new sales or- 
ganization, when all companies are com- 
pletely equipped with a sales staff. 

He emphasized that the General Tele- 
phone salesmen are not being trained 
to sell telephone instruments, but rather 


Ga. Commission Issues 


Statistics on Independents 


The Georgia Public Service Commis- 
sion has issued operating statistics for 
Independent telephone 


Georgia com- 


to sell complete communication systems. 

As he sums it up, “We expect to 
prove greater profitability to our sub- 
scribers through improved communica- 
tions and, as a result, increase the use 
of our services thereby generating ad- 
ditional profits for us.” 


Peer of Virtues 

“Tact is one of the first of mental 
virtues, the absence of which is fre- 
quently fatal to the best of talents. 
Without denying that it is a talent of 
itself, it will suffice if we admit that it 
supplies the place of many talents.’”— 
SIMMS. 


panies which show the progress being 
made by these companies in converting 
their exchanges to automatic operation, 
increasing stations, etc. 

A summary of the data issued by the 


commission follows: 


Total number Independent telephone companies 


in Georgia 


Total number of cooperatives in operation 


Number magneto exchanges........ 


oo 13 


Number common battery exchanges................ 24 14 


Number dial exchanges............ 
Total number of exchanges............. 
Number magneto stations.......... 
Number common battery stations... 
Number dial stations.............. 


Total number stations. ...........ccce.. 


Per cent station gain over previous year 


172 192 
209 210 

2,230 1,122 
21,637 14,224 
92.301 112,736 


116,168 128,082 


12.04% 9.64% 


Number of exchanges in process of conversion 27 18 
9 


Number of exchanges in process of being established... . 4 


Number of new exchanges established 


Total telephone plant in service, December 31 
Telephone plant under construction, December 


2 1 


$30,194,327 
$ 2,691,610 


$36,336,382 
$ 2,037,894 
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SAVE ‘COPPER DOLLARS”’...PLUG 
IN HALLAMORE E-REPEATERS 


Hallamore field engineers, working with telephone company engineers and 
engineering consultants, have discovered how to save your company “‘copper 
dollars,”” when building new outside plant or when bringing about transmission 
improvement on existing facilities. Using Hallamore produced, negative im- 
pedance E-Repeater equipment, field-proven as most economical and trouble- 
free, they plug in versatile amplifying power, instead of hanging—or burying— 
costly copper cable. 15 circuits or 1500, there are important economies in the 
application of Hallamore E-Repeaters and allied equipment. A qualified 
Hallamore engineer will be pleased to consult with you, or we will send detailed 
descriptive material at your request. Note...Immediate delivery is available. 
Hallamore Electronics Company, Telephone Dept., 714 Brookhurst St., 
Anaheim, Calif. + A Division of The Siegler Corporation. , v 


HALLAMORE 
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Economics of E-Repeater 
Installation Told by Hallamore 
Transmission Engineers 


oo COMPANY engi- 

neers and engineering consultants 
are finding important savings for 
their companies and clients, while 
maintaining, or increasing efficiency 
of operation, with the application of 
E-type repeaters. 

As an example; installed costs per 
circuit mile of cable are estimated as 
follows: 24H88 — $78.00; 22H88 - 
$90.00; 19H88 — $114.00. And two 
recent E-Repeater installations pre- 
sented the following picture (includ- 
ing repeaters and all associated 
equipment, such as mounting shelves, 
power distribution panels, and 130 
volt power supplies): 100 E2 Re- 
peaters — $110.77 per circuit; 54 E2 
and E3 Repeaters — $226.35 per cir- 
cuit (one E2 and one E3 Repeater 
were used on each of these circuits 
to obtain high gain). 


With the obvious difference of $24 


_per circuit-mile between 19 and 22 


gauge cable and $28 per circuit-mile 
between 22 and 24 gauge cable, it 
takes very little distance to “prove 
in” E-Repeaters. 

Use of finer gauge wire makes 
possible placement of cable carrying 
many more pairs, with resultant un- 
derground duct and pole line sav- 
ings. An additional sizeable capital 
saving is realized because of the fact 
that all the repeaters are not required 
with the initial cable installation. 
Repeaters are purchased only as nec- 
essary to accommodate circuits actu- 
ally in use. 

‘When changing the wire center for 
an area, it is not necessary to replace 
existing copper to obtain transmission 
improvement. Leave in the old fine 
gauge plant — just add repeaters as 
required. 

There are more E-Repeaters in op- 
eration today than those of any other 
design. They are still the most stable 
and uniformly reliable negative im- 
pedance repeaters on the market 


yet the best costs no more. 
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Lert Puoro: Mrs. W. A. Wall, a sister-in-law of the owners of the first telephone system back in 1910, places the first 
long distance call from the Broaddus (Tex.) telephone exchange to REA Administrator David Hamil’s office, Washington, 


D. C. 
look on. 
building in Broaddus. 
tile with brick corners. 


No Service for 30 Years. 
Tex. Town Makes Ist L.D. Call 


On May 18, Mrs. W. A. Wall, former 
postmistress, made the first long dis- 
tance telephone call out of Broaddus, 
Tex. 


The last time telephone service was 
provided in Broaddus was in 1929. The 
new telephone service is furnished by 
the Texas Telephone & Telegraph Co., 


(One 
Wi 


DITCHING 
WITH 


TRENCHERS 


You get more trench for your 
money — day in and day out — and 
at less cost with an Auburn. 
Thousands of Auburn owners have 
proved it. The Auburn has low 
initial ‘cost. It’s virtually trouble- 
free; works in soil where others 
can’t; and, it requires only one 
man to operate it. The Auburn is 
rugged, but simple in design. It 
has fewer moving parts, less 
chance to break down. A unique, 
variable speed drive automatically 
adjusts the speed to changing soil 
conditions, and it will dig up to 
800 feet per hour. Trenches from 
6 tq 14 inches wide and down to 
6 feet. Special bits are available 
for rock, shale, or frozen ground. 


ANBNURN GER: pRauuc 
Tractor-mounted trenchers are avail- 
able for M-F Work Bulls, IH Utility, 


Auburn is the 
world’s largest 
producers of 
trenchers. 


John. Deere 


THE COST OF 


Crawler and Wheel 
Industrial, and Ford Tractors. 


WRITE FOR TOMPLETE INFORMATION and DEALER'S NAME 


Corsicana, of which W. G. Winters is 
president. 

This first long distance call was made 
to the Washington, D. C., office of David 
Hamil, administrator of the REA. As 
Mr. Hamil was out of his office, Mrs. 
Wall talked to Norman McFarlin, as- 
sistant administrator and Ralph’ Fore- 
man, deputy administrator. 

J. B. Swink, general commercial man- 
ager of the Texas Telephone & Tele- 


ANI BNIRN 


the original Jeep-mounted 
trencher, and only trencher 
approved by Willys Motors. 
Available at Jeep Dealers. 


(2050 SOUTH "J" STREET ) 


ANBNRN MASHINE WORKS, ING.‘AUBURN, NEBRASKA, U.S.A, 
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W. G. Winters, president and J. B. Swink, general commercial manager of Texas Telephone & Telegraph Company 
In the background is part of the dial central office equipment. Ricut PHoto: The new automatic central office 
This is a masonry, fire-proof, dust-proof and air-conditioned building constructed of structural clay 


graph Co., stated that the new modern 
dial telephone service was furnished 
with the help of an REA loan made 
to the company for the rebuilding and 
converting of all of its 45 exchanges 
to automatic operation and the addition 
of five new exchanges. Broaddus is the 
first new exchange under the program. 

Swink stated that because of a new 
lake that is being built near Broaddus 
it was necessary to use microwave radio 
to make long distance service available. 
There is a tower at Broaddus and an- 
other one at Huntington, Tex. This is 
said to be the first microwave system 
to be installed in Texas under an REA 
loan. 

The first telephone exchange in 
Broaddus was established in about 1910 
by J. A. Wall now of Beaumont. About 
1913, Mr. Wall sold the exchange to 
R. L. Henry, his brother-in-law. Mr. 
Henry sold the telephone exchange to 
R. L. Miller in 1918. 

About 1926, Mr. Henry purchased the 
exchange back from Mr. Miller, kept 
it for about a year and then sold it to 
a Mr. King. Mr. King died in 1929 and 
the telephone system and 
moved from Broaddus. 


was sold 

Broaddus had been without telephone 
service until Jan. 31, 1959, when the 
Texas Telephone & Telegraph Co. pro- 
vided local service. Because of construc- 
tion problems, the long distance service 
wasn’t available until May 18. 


Grass Is Greener 

“IT fancy the proper means of in- 
creasing the love we bear our native 
country is to reside some 
foreign one.”—-SHENSTONE. 


Look Both Ways 

There were 24,830 pedestrians in- 
jured crossing intersections with the 
signal in their favor during 1958 in the 
United States. 


time in a 
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works the board 
this week-end?” 


HO will have to give up his 
ae week-end to work the 
switchboard? Each year, over 
Memorial Day, the Fourth, Labor Day 
. in fact just about every week-end 
long, this question of 
scheduling slaps the harried manager 
full in the face with the appeal of a 
rancid custard pie! The solution, more 


all summer 


often than not, is—or has been—for 
Mr. and Mrs. Manager to take on the 
duties themselves. Service must go on. 


However, many managers have 
And for 


one special group—managers of the 


licked this problem forever. 


nearly four hundred exchanges that 
Dial 
in the last twelve months—1959 is the 
summer to lock the door, hang out the 
“Gone 


converted from manual to XY® 


Fishing” sign and go 
fishing! 
We 


other day during lunch hour. 


this the 
It all 


were talking about 


started with a question. 


“Who are these quaint Independent 


telephone companies that you read 


about in the slick magazines?” 


The young man who asked the ques- 
tion flushed, as a religious silence laid 
towering conversation flat. He was a 
newcomer, fresh from an Eastern col- 
lege; his question was sincere. 


All of us took turns brushing up on 
our history of Independent Telephony: 
the story which cries to be told con- 
vincingly. We discussed the newer 
advances, with Independent companies 
again leading the way. These compa- 
nies do not haye to wait until an im- 
provement can be proved in for a 
gigantic system; they can obtain pres- 
ent advantages immediately because 
they operate on a smaller scale. 


**Independent-Land is 
V acationland” 
Suddenly the conversation took a 
new turn. 
“Did you ever stop to realize that 
Independénts serve most of the places 
we think of as vacationland?” 


This became a downhill race on fast 


/ : 
snow, the tempo really picking up as 
“IT remember...” wrestled with “Have 
you ever seen...” for top billing. As 
various choices for that prized Two- 
Weeks-with-Pay were argued, one of 
the group found himself thinking of 
the many places in the heart of vaca- 
tion country where he had visited 
Independent telephone folk. It was 
easy to visualize the large map in the 
sales manager’s office—crowded with 
thousands of colored pins, each repre- 
senting an XY Dial installation with 
or without Toll, Carrier, Microwave, 
DDD or other services. As the map 
became a clearer image in his mind’s 
eye, many of these pins emerged from 
areas defining national parks and for- 
ests, seacoast and quiet lakes nestled 
among beckoning mountains and riv- 
ers. Yes, Independent-Land is truly 
Vacationland! 

Then 
focus into specific scenes. The Thou- 


sand Island-Adirondack Mountain re- 
gion where Wes Daniels of Chaumont 


random ramblings began to 


i aaanneal 
ADVERTISEMENT 





This thrill can be understood only 
through experience. Hikers enjoy 
view of Heaven’s Peak from Garden 
Wall Trail in Glacier National Park. 


and Sam Chambers of Nicholville have 
profitably extended summer service by 
means of No. 561 Subscriber Carrier. 
The same holds true—and on a larger 
in that, delightful Ozark para- 
dise served by Malcolm Sherwood of 
before the 
shoreline of this third man-made lake 
is stabilized, telephone service is avail- 


scale 


Branson, Missouri. Even 


ablecon a “plug-in” basis—a tremen- 
dous factor in attracting “permanent” 
summer residents. 


Vdcations—as our table conversa- 


tion clearly indicated—are not limited 
to one season. One manager who can 
testify there is no “déff-season” in his 
area is Max Wettstein of Ocala, Flor- 
ida. Tourist magnet, winter or sum- 
mer, is*Silver Springs. Of course, 
this is just a small part of the traffic 
growth which he has matched with 
Like- 
wise, whether it’s the snow-clad slopes 
of Whiteface Mountain or water ski- 
ing on Lake Champlain, George Beck- 
with of Keeseville, New York, pro- 
vides all that 


service for 


continually improving service. 


could be desired in 


telephone residents and 
visitors alike. 

Part and parcel of a vacation are 
Did 
you ever have a shore dinner on the 
wharf at Crescent City, California? 
Take a medium breakfast and a light 
lunch, followed in 


the adventures in good eating. 


good turn by a 
swim in the cool Pacific; only then 
are you properly prepared for this 
flight into culinary heaven. This city 


is proud of its very fine—and quite 
new — XY Dial office, matching the 
many similar installations of the West 
Coast Telephone Company all the way 
up the Oregon coast and across Wash- 
ington. 


Always room for more 

Perhaps this is the year to “take 
the pilgrimage’’—see the storied won- 
ders that lift you up out of yourself. 
You won’t be alone, but no throng is 
too great for such places as Yosemite, 
Mammoth Cave, Glacier Park, or the 
Great Smokies. Telephone managers 
like John Wise of Tuolumne (Calif.), 
Dennis Armstrong of Park City (Ky.), 


these companies and the service they 
give? This is all so very new to me.” 

We chewed on this for a while. One 
of the group had been impressed by 


a “welcome” sign in a vacation center, 
listing the attractions of the region 
over the bold signature of the tele- 
Another 


had a less favorable impression of 


phone company as sponsor. 


small towns where he searched vainly 
for signs indicating public telephone 
service. A third, planning a vacation 
for his young family, had scanned the 
newspaper ads until he found one that 
Another 
the neat little dial 
buildings didn’t carry the name of 


said “Telephone included.” 


wondered why 


Water is an essential ingredient of vacation 
enjoyment. Oregon provides a highway over- 
looking the entire length of this compelling 
coastline, for those who prefer the restful 


approach. 
to match the thrill 
stiff breeze. 


Clyde Payne of St. Ignatius (Mont.), 
and Tom Sawyer of Weaverville (N. 
C.), have brought the best service you 
can find anywhere right to the door 
of these parks. 


There are so many more spots where 
Independents live surrounded by the 
ingredients for vacation enjoyment: 
sailing on Lake Winnepassaukee, New 
Puget Sound; fishing 
Minnesota or Parker 
Lake, Arizona; the white Gulf strand 
at Dauphin Island, Alabama; the tow- 


Hampshire, or 
in Michigan, 


ering Redwoods around Laytonville, 


California. 


“Why didn’t I know this?” 
The young man was speaking again. 
“Why don’t we hear more about 


For the more vigorous, it’s hard 
of hull-down before a 


the telephone company. 


Eventually we were back where we 
started—why don’t these same slick 
magazines commission someone to tell 
the real story of Independent compa- 
nies, not as quaint flashbacks to a 
bygone era but as a dynamic force 
in today’s progress? 


During the pause that followed, we 
that we 
now quiet cafeteria. 


realized were alone in the 


“Thanks, sure have 
learned a lot this noon. Makes you 
proud you work for the No. 1 Inde- 
pendent supplier to the telephone in- 


dustry . 


fellows; I 


.. And, by the way—a happy 
vacation to all you lucky men who get 
one!” 


ADVERTISEMENT 


TELEPHONY 





WISCONSIN CONVENTION | 


Continued from page 24 


view of other legislative matters affect- 
ing the industry and reported in detail 
on the status of the drive to obtain re- 
peal of the federal excise tax on tele- 
phone service. “If we don’t get the tax 
removed this year,” said the speaker, 
“IT am sure it will be the policy of our 
association to keep hammering away at 
it until something is accomplished. 


“Indicative of the fact that the cam- 
paign of the telephone industry to rid 
ourselves of this yoke around our necks 
has been productive of results is 
pointed up by the circumstance that 73 
bills have been introduced to repeal the 
local and long distance tax entirely; one 
has been introduced to repeal the local 
tax only; eight have been introduced 
to reduce both by 50 per cent, and three 
have been introduced to provide for a 
termination date, making a total of 85 
measures so far put into the hopper.” 

Mr. Roberts also reviewed the results 
of the association’s advertising activi- 
ties. He said: 


“The Telephone Advertising Institute 
was established 15 years ago and has 
been functioning well in the interest of 
our companies ever since, supplying ad- 
vertising material for local use at low 
cost. 

“The national advertising program 
was launched five years ago and since 
that time our printed messages have 
been appearing with good effect at reg- 
ular intervals in varying format in 
Time, U. S. News & World Report, 
TELEPHONY, Farm Journal, and Tele- 
phone Engineer & Management. 

“Evidence of its excellent results 
comes across my desk daily, many of 
them consisting of requests from peo- 
ple in all walks of life for further in- 
formation about Independent telephone 
companies and their activities.” 


Secretary-Treasurer Ray J. Riordan, 
making his annual report, told of devel- 
oping in cooperation with the Wisconsin 
Public Service Commission, a tariff for 
push-button or key-type telephones. He 
also reviewed state legislation. 


He reported that over 180 people at- 
tended the association’s Eau Claire fall 
meeting, and that an accounting school 
had been conducted with the help of 
the commission. 


Mr. Riordan stated the association 
has been working closely with the Uni- 
versity of Wisconsin to prepare a man- 
agement institute. The plan now is to 
offer a seminar on marketing, which 
would deal with the philosophy of sales- 
manship and be part on a 
company’s relationship with both em- 
ployes and the public. 


based in 


Martin G. Glaeser, commissioner, 
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CASE after CASE after CASE 


TRANSPOSITION BRACKETS 


proved best...world wide 


Transposing wires to help expand toll 
circuits, carrier systems, balance out 
cross-talk. and reduce noise levels has 
proven itself, installation after installa- 
tion, throughout the world. Case. alumi- 
num Transposition Brackets for cross- 
arm and span-point transpositions have 
proved to be the outstanding choice. 


e@ NEW, IMPROVED DESIGN . . . the 
cross-arm mounting slot now extended 
to fit all standard 12” and 8” pin 
spacings. 

e@ UNIQUE SPAN-POINT DESIGN ... the 
only bracket designed especially for 


mid-span transpositions . . . eliminates 


special transposition poles. 

e@ LIGHTWEIGHT . . . non-corrosive alu- 
minum cross-arm bracket-—4 Ibs.*; span- 
point bracket—3'% 'bs.* 

*(including insulators and bushings) 


e@ ROLLER SYSTEM .. . insulators roll, 
eliminating wire dragging, bracket dis- 
tortion and protecting wire insulation 
in stringing. 

e@ SPECIAL RUBBER BUSHINGS .. . 
assures continued communication serv- 
ice in the event of glass insulator 
breakage. 


SOLD BY LEADING DISTRIBUTORS IN THE U. S. 


CASE BRACKETS . . . STRONG, LONG LASTING, ECONOMICAL, 
ESPECIALLY ADAPTED FOR CARRIER-CIRCUIT CONSTRUCTION 


Write today for free illustrated brochure. 


TRANSANDEAN ASSOCIATES, INC. 


305 MAIN STREET, ORANGE, NEW JERSEY 


Case cross-arm transposition bracket 


Case mid-span transposition bracket 
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Wisconsin Public Service Commission, 
presented a scholarly talk which he 
titled, “Danger Signals,” because, he 
said, certain aspects of present-day reg- 
ulatory problems concerned him very 
much. 

Mr. Glaeser set up the central or 
simplified assumptions around which an 
analysis of institutional economics re- 
volves. He stated he thought that pub- 
lie utility economics is the most impor- 
tant aspect of institutional economics. 
He proceeded to enumerate the five fun- 
damentals including scarcity and effi- 
ciency as the first two, which he said 
are the institutional equivalents of the 
old supply and demand formula. He 
said our economic system is pictured 
as a grand equilibrium of forces arising 
from our economic wants, which the 
scarce supply of our natural resources 
throw into conflict but which our tech- 
nological efficiency is constantly seeking 
to ameliorate. 

Another pair of the five fundamen- 
tals are custom and sovereignty, which 
can be combined into one fundamental, 
variously calJed institutions or working 
rules, he said. Mr. Glaeser observed at 
this point: “Modern economics is no 
longer the individualistic economics of 
Adam Smith or even John Stuart Mill 


but has become the collective economics 
of corporations, unions and _ political 
parties.” 

The fifth fundamental advanced was 
futurity, for which Mr. Glaeser substi- 
tuted the more familiar idea of the 
going concern. 

Mr. Gjueser said, in regard to the 
danger signals he had referred to, that 
these represent problems in which the 
working rules are not working satisfac- 
torily or are even breaking down. 

Highlighting the balance of his talk 
with charts, Mr. Glaeser outlined the 
various functions of the telephone com- 
pany in the over-all economic picture, 
and described the erosion of the public 
utility concept, including what he called 
“the recrudescence of the hoary prin- 
ciple of fair value doctrine.” 

Mr. Glaeser also opined that the gen- 
eral elective commissions are in need 
of resuscitation. 

Two work shops completed the formal 
program, a commercial one moderated 
by Donald W. Busse of General Tele- 
phone Co. of Wisconsin, and a plant 
workshop moderated by Joe Keating of 
the Thorp Telephone Co. 

Participating in the commercial meet- 
ing were Richard P. Vogt, General of 


dependable ... versatile... 


Mobile Power Unit 


Warning Light 


*Generator (slow speed for 
quietness) 2500 Watt, 110- 
Volt DC 


¢ Pump—2800 GPH Diaphragm 
to remove seepage and drain 
back 

¢ Air Compressor—to put ca- 
bles under pressure for cut- 
overs or repairs 
Furnished with or without 
pump and compressor 


© 300-Watt floodlight illuminates 


working area 

® operates soldering pot and iron, 
electric and air tools 

@ electric blower to ventilate man- 
hole 

*supplies dry air for cable cut- 
overs, flash testing, etc. 

@diaphragm pump can be oper- 
ated from manhole by push but- 
ton control 

® buzzer signal for summoning 
helper 


® light, easy to handle 


G MANUFACTURING CORPORATION 


. Box 1309 °¢ 


New Orleans 10, La. @ 


JAckson 5-3142 


Wisconsin; J. F. Benjamin, Cumber- 
land Telephone Co.; Robert E. Riordan, 
Pulaski Merchants & Farmers Tele- 
phone Co., and James Cole of Wiscon- 
sin Telephone Co. Mr. Vogt discussed 
“Marketing and Sales’ and Messrs. 
Benjamin, Riordan and Cole covered 
“Successful Collection Practices.” 

Mr. Vogt pointed out that the dy- 
namics of marketing create new de- 
mands by appealing to latent desires. 
This he illustrated by reviewing the 
way the orange-growers have promoted 
demand for their products. 

The basic ingredients of a successful 
telephone sales program were listed as: 
some initiative, a little imagination and 
a small amount of money. And, he 
cautioned, good service must exist, or 
else selling is difficult. 

Mr. Vogt said he felt that aggressive- 
ness and follow-through are the key at- 
tributes of a successful sales person, 
and he recommended that whoever is 
in charge of employing plant men or 
cashiers, watch for these character- 
istics. 

Mr. Benjamin observed that success- 
ful collection practices require prompt 
sending of bills. He also recommends: 


Allowing a prompt payment discount, 
which is still earned if payment is re- 
ceived on the 16th of the month. 

Terming any subscriber failure to 
earn the discount a “loss of discount” 
rather than a “penalty for lack of 
prompt payment.” 


Mr. Riordan reported that his com- 
pany requires a prospective subscriber 
to fill out a card which includes a list- 
ing of where he had telephone service 
most recently. His record with the 
predecessor company is checked and if 
any amount is outstanding, an attempt 
is made to collect that first. 

Discussion brought out the point that 
if disconnection of an instrument is 
threatened by a certain date, a com- 
pany should follow through. 

Mr. Cole told how Wisconsin Tele- 
phone Co. measures how well it is doing 
with its collection practices. The ex- 
cellence of a given exchange’s methods 
are measured by: 


The number of accounts written off 
as bad debts. 


The number of unpaid final bills on 
hand. 


The number of treatments (telephone 
calls or mail reminders). 


The number of denials of service or 
disconnects (the company doesn’t ex- 
pect to deny more than one in 1,000). 


There are about 1 per cent of their 
subscriber accounts in which a deposit 
is necessary, Mr. Cole stated. 

Another part of the Wisconsin Tele- 
phone Co. collection practices is the 
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put ’em up and 
forget ’em 


... That’s what you do with T-C 
Pressure-treated poles. And you 
rest assured you have poles to 
serve for generations. There’s a 
very simple reason why . : . T-C 
Poles get the best in preservation, 
the best in chemical preservatives 
and the best controlled pressure 
treatment so far developed by 
modern Technology. Next time 
specify T-C Pressure Treated Pro- 
tection ... Put ’em up and forget 
’em .. . for generations. 


Specify T-C ai sree PRs 


Guanine sean Gon Py ahek Baaeks eka he am ager 
AND LEICH SALES CORP. SPARTANBURG, SOUTH CAROLINA 


PLANTS AT SPARTANBURG, SOUTH CAROLINA AND WILMINGTON. NORTH CAROLINA 





NOW you can test working cable pairs without causing 
subscriber reports with the MURPHY Silent Buzzer! 


You needed it! 


Murphy made it... 
the 
Murphy Silent Buzzer 


for testing cable pairs without causing subscriber reports. It's ready ct ) 
now at a low cost that will amaze you . . . especially when you 


check these advantages: RV: ESEA RCHg 


G 
Eliminates monitoring for busy lines 


Never disturbs any line MURPH p @o¢ VEL OPMENT ] 


Garter tating: te Ceaniy Gate ENGINEERING “LABORATORIES, Inc. 
Super-heterodyne circuit, battery powered = 


vy. 
Loud clear two-tone signal to splicer and helper "i 
@ Compact and light, 3x4x5 inches <9 
Shipping schedule—90 days, for additional information write 4419 Tulsa Houston 24, Texas 
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WHAT’S NEW AT. 


TOP 
VALUES 


$ 5 
New “All Purpose” Indicator Lights 
For use wherever a visual signal is 
needed. Manufactured by SUTTLE, 
these lights are used in offices, hos- 
pitals, factories, mills, residences, 
etc. Order a sample set today from 
SUTTLE or your local distributor to 
show your subscribers. Order in any 
combination of white, ruby or green. 
Each 
SE 15 Indicator Light(1lamp) $2.30 


SE 17 Indicator Light (2 lamps) $3.80 
SE 18 Indicator Light (3 lamps) $4.70 


4-Point Blocks and Plastic Covers 


Only SUTTLE mfg’s. the independ- 
ent industry’s standard four-terminal 
connecting. block with non-shorting 
plastic covers. Available in brown, 
black or ivory. ‘Covers are high di- 
electric plastic—completely shorting 
resistant. For fast delivery of con- 
necting blocks and covers, send your 
orders today to SUTTLE, or your 
local distributor. 


SE 42A— x 20 each. 


Ta <is | 
EQUIPMENT CORP. 


401 N. 15th St., Lawrenceville, Ill. 
Phone: Lawrenceville 782 
135 S. La Salle St., Chicago 3, Ill. 
Phone: DEarborn 2-3108 


plan to call all opening accounts in the 
first month if they’re not prompt pay- 
ers. 

Mr. Cole said the over-all collection 
objective is to eliminate treatments and 
be more firm. 

Panelists in the plant workshop were 
R. A. Schaefer and G. P. Martin of the 
Wisconsin Telephone Co.; August 
Steinhart of the North-West Telephone 
Co., and Joe Keating, Thorp Telephone 
Co. 

The subjects treated were “Clearing 
Noise Conditions” and “Correct Place- 
ment of Rural Distribution Wire 
(RDW).” 


It was pointed out in the discussions 
that noise on rural circuits arose from 
an unbalance between the tip and ring 
wires where the circuits were also ex- 
posed to induction. The 
unbalances were caused by leakage to 
ground through tree branches, cross- 
arms, cable sheaths, carboned pro- 
tectors, etc., and by poor joints, im- 
proper transposition or any factor 
which gave one wire a different im- 
pedance than the other, resulting in a 
net noise current flow in the circuit. 


power line 


Power line faults causing noisy tele- 
phone circuits can be detected some- 
times by using a 100-turn coil with an 
amplifier after the section has been iso- 
lated by sectionalizing the affected tele- 
phone circuits, it was brought out by 
the panel. 

Unbalances in central office equip- 
ment will also noise up rural circuits. 


Mr. Martin of the Wisconsin Tele- 
phone Co. stated that his company was 
using considerable 16-pair 24 gauge 
multi-wire (R.D.W.) cable in urban dis- 
tricts to serve residential areas from 
regular feeder cable. Guying was not 
used in many places where guying of 
cable on messenger would be required. 
The color-coded multi-wire cable was 
terminated at the main cable end in a 
wire terminal and jumpers were run 
into the protected cable terminal. 


Small neoprene-covered terminals at- 
tached to the insulated support wire 
with the two conductors of the tapped 
pair passing through studs in the back 
were used to serve individual subscrib- 
ers unless several subscribers were 
served at one point where a five-pair 
arrestor or wire terminal could be used, 
it was stated. 

Special tapered wood sticks were 
used to separate out the desired pairs 
to prevent damage to insulation. 

The workshop also heard that rural 
distribution wire, which is usually 19 
gauge or 22 gauge wire, should be in- 
stalled directly from the reel to prevent 
insulation damage, or when pulled 
through trees, etc., special rollers or 
blocks should be used. 


Much RDW in. the past has been in- 
stalled with minimum sag which cre- 
ates quite a problem of isolating pairs, 
especially in colder weather, it was 
pointed out. It has been suggested that 
sag be increased dependent on ground 
clearance to make installation easier 
and cut down on maintenance and sub- 
scriber service installation costs. 

RDW pole hardware fixtures are be- 
ing installed using two lags rather than 
a lag and through carriage bolt where 
there are no bends away from the pole 
and where span lengths are normal. 

The following is the board of direc- 
tors for the coming year: Harris G. 
Allen of Milton Junction; E. L. Beyl 
of Osceola; Phil Bigley of Viroqua; 
Allan C. Brown of Rhinelander, and 
Donald W. Busse of Madison. 

Also, H. B. Flower of Wisconsin Rap- 
ids; D. H. Hansen of LaCrosse; J. H. 
Hesselman of Mondovi; Gilbert. A. 
Karcher of Burlington, and R. H. Keat- 
ing of Wausaukee. 

Also, H. L. Olson of Weyauwega; 
G. H. Moede Jr. of Milwaukee; R. G. 
Peterson of Wittenberg; L. J. Robert- 
son of Platteville, and F. H. Schafer 
of Clintonville. 

The directors elected the following 
officers: President, Mr. Schafer; vice 
president, Mr. Robertson, and secre- 
tary-treasurer, Ray J. Riordan of Madi- 
son. 


NBFU Reports May Fire Losses 
Down 4.7% From Last Year 

Estimated fire losses in the United 
States during May amounted to $81,- 
597,000 the National Board of Fire 
Underwriters has reported. 

According to Lewis A. Vincent, 
NBFU’s general manager, this $81,- 
597,000 loss represents a decrease of 
4.7 per cent from losses of $85,633,000 
reported for May, 1958, and a decrease 
of 10.0 per cent from losses of $90,- 
689,000 for April, 1959. 

Losses for the first five months of 
1959 now total $482,999,000, a de- 
crease of 1.7 per cent from the first five 
months of 1958, when they amounted to 
$491,187,000. These estimated losses in- 
clude an allowance for uninsured and 
unreported losses. 


U. S. Army Signal Corps 
Observes 99th Anniversary 

The 99th anniversary of the U. S. 
Army Signal Corps was observed on 
June 21 by installations, offices, and 
troop units of the Army Signal Corps 
throughout the world. 

Local ceremonies included open- 
house displays, demonstrations, special 
programs and exhibits, troop reviews, 
and various social events marking the 
anniversary celebration. 
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HETHER your expansion requirements call for 

Wome for use on open wire, cable or radio 

—or for microwave facilities, extension of physical 

circuits, or any combination of these — the AE- 

Lenkurt team of experienced telephone engineers 

AE- Le n ku rt is able to give you impartial recommendations on 
the system best suited to your needs. That’s because 

we have a complete line, and have no interest in 


h as eve ryt h l Nn Q yo U selling one system over another. 


What’s more, when you deal with us you get service 


, 


' every step of the way. Lenkurt’s “Engineer, Furnish 

Nn eed fo r D rotitab | e and Install” plan covers everything from start to 

finish. And Automatic Electric’s “Follow-Thru” 

‘ ’ engineering service is yours for the life of the 
CirCUit Growth... <sirmen 

If you want the facts on progressive planning for 

growth, call your Automatic Electric representative, 


or write: 
T. B. Collins, Automatic Electric 


Northlake, Illinois 


Lenkurt Carrier, for instance... 


Lenkurt’s 45-class “network-engineered” carrier 
equipment provides high reliability over the years 
—meets virtually all multichannel communications 
conditions. 


Type 45A provides 12 channels for open-wire 
application, short- or long-haul. Type 45C is stack- 
able in 4-channel groups. Either of these systems 
can be used on the same open-wire pair with a 
3-channel Lenkurt 33A or other low-frequency 
carrier. Type 45BN is a 24-channel system for 
cable, and Type 45BX provides up to 240 channels 
for microwave transmission. All 45-class systems 
are directly interconnectable at carrier frequencies. 


(7 err ae iy ae 


Partially filled racks, in foreground, at 
Inter-County Telephone and Telegraph Company's 
Ft. Myers headquarters contain Lenkurt 45BX 
carrier equipment for 48 channels. 


ALL YOUR 
COMMUNICATIONS 
NEEDS 


FROM ONE a AUTOMATIC ELECTRIC 


DEPENDABLE Subsidiary of 
SOURCE AE Lobe GENERAL TELEPHONE & ELECTRONICS (sas) 
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NOW-AT LAST 
A MEASURING 
WHEEL THAT 
MEASURES 
ACCURATELY 

TO A FRACTION 
OF AN INCH! 


Rolatape’s 
amazing new 
Model 415 meets 
all your measuring 
needs measuring 
quickly and surely over 
the most uneven and 
irregular terrain with no 
risk of human error. This 
time-saving instrument is cali- 
brated to measure accurately in 
full view of operator as it is rolled 
along, giving measurements in 
inches (to 2 inch) on one side of 
measuring wheel, and tenths of 
a foot (to .5 of a foot) on the 
other. Sturdy and lightwight, 
it is equips 1 with aut 
mati brake and built-in 
stand Handle folds 
compactly See ne 
at your dealer's 
today. 


: ee - 
MEASURES ACCURATELY 
ON IRREGULAR SURFACES 


SEND TODAY FOR FULL DETAILS 


ee eee eee 


ROLATAPE Inc. 
1741 14th Street, Dept. T-6 
Santa Monica, Calif. 


Send me free details on ROLATAPE: 


FIRM 
ADDRESS. 
rN 


| 
| 
| | 
| | 
| | 
| OE 
| 
| 
| | 
l | 
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IN THE NATION'S CAPITAL 


Concluded from page 19 


afford only bare necessities of opera- 
tion? 

(2) Sharing the tax load with the 
consumer. You know all about this. 
But how much do your consumers know 
or understand on the average? Think 
of how millions of consumers, sweating 
last month over their 1040 Tax Forms, 
would be amazed if they only realized 
how many more dollars they would 
have to cough up if the utilities were 
not in there contributing huge chunks 
of their revenues for federal, state, and 
local taxes. This is really a sort of 
gigantic withholding tax to which he 
has contributed, through his monthly 
bill, and he does not even know it. 

(3) Responsibility for fulfilling a 
public service obligation. On this, I can 
only refer again to contrary foreign 
government experience to demonstrate 
what our great utility enterprise sys- 
tem assures the American consumer. 
Because of regulation, the consumer is 
assured of a wonderful, secure, ade- 
quate, and continuing domestic service, 
in which all his rights are protected 
by law from favoritism, exploitation, 
deficiency, or any other abuse from any 
source, including government itself. 


Now, in conclusion I find that I have 
painted perhaps a rather dark picture 
of the Washington scene from the tele- 
phone industry’s point of view. I wish 
it could be otherwise. But I can say 
this, by way of ending on a more opti- 
mistic note; that is, that the present 


unfavorable alignment of 


controlling 
forces is only temporary. This too will 


pass. 


Build Up Grass Roots 

Telephone companies can help them- 
selves in changing this picture, in my 
opinion, by concentrating on building 
up their own grass-roots popularity. I 
do not mean by that, that direct Wash- 
ington by the USITA, 
the Bell System, and others is not im- 
portant or necessary. It is. And, by 
and large, I pay tribute to the high 
caliber of the work being done, and 
done well, by those 


representation 


now charged with 


such responsibilities. 


But, the day has gone when we can 
expect Washington to sit up and take 
much notice of direct representation 
which is not clearly supported by pop- 
ular local level. 
That is both the strength and the weak- 


ness of the utility company’s position. 


reinforcement at the 


It is weak because the utility com- 
pany, by its very nature, cannot exer- 
those 
We can- 
armies of utility 
utility investors march- 


cise disciplinary influence over 
whose interests are at stake. 
not imagine large 
consumers or 
ing on Washington to persuade or pro- 
test along the lines which other forces 


can assemble, such as the recent prop- 


aganda march on 
unemployed, 
unions. 


Washington by the 


mobilized by the labor 


On the other hand, there is also ex- 
ceptional utility com- 
pany’s position because it can identify 
itself with the welfare of millions and 
millions of American citizens — far 
than the so-called pressure 
groups. I have already referred to spe- 
cific ways in which the telephone com- 
panies can identify themselves with 
their own subscriber interest. 

But, to gather better fruit in Wash- 
ington, you must nourish the grass 
You cannot do it the other way 
around, and expect to cultivate better 
relations in Washington without tak- 
ing good care of your relations at the 
local service area. That would be put- 
ting the cart before the horse. It just 
would not work. A powerful Wash- 
ington lobby without some degree of 
popular local support is a fiction that 
can exist only in moving pictures and 
novels. 


strength in a 


more 


roots. 


Dedication to the public 
therefore, might be considered the key 
to a better Washington atmosphere for 
the public utilities. Over the long run, 


the basic confidence of the American 


service, 


people in their utility companies can 
bring about changes and a better cli- 
mate for them in Washington. This is 
only another way of saying that mak- 
ing friends at the grass roots, by do- 
ing a better service job, is the slow 
but sure remedy for any temporary 
trouble in the utility industry’s rela- 
tions at the Washington level. 

Yet, for a industry, 
such as the telephone business, the job 
is only half done unless the public is 
well aware of the bargain it is getting 
in modern American telephone service. 
The real task is to make the excellence 
of that service so apparent, and so ap- 
preciated by those who now use it, that 
Washington avoid being im- 
The American people have, 
far and away, the best and most tele- 
phone service in the world. The real 
challenge for the telephone industry is 
to make the general public realize what 
a good thing it has. 


mass service 


cannot 
pressed. 


Sights on Reality 

“It may be proper for all to remem- 
ber that they ought not to raise expec- 
tations which it is not in their power 
to satisfy; and that it is more pleasing 
to see smoke brightening into flame 
than flame sinking into smoke.”—JOHN- 


SON 
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W. C. Bolenius Elected 
A Director of AT&T 


William C. Bolenius, executive vice 
president of American Telephone & 
Telegraph Co., was elected a director 
at a meeting of the board on June 17. 

Mr. Bolenius, a native of Auburn, 
N. Y., joined the Bell System in 1921 
as a traffic inspector with the New 
York Telephone Co. after graduating 
from Hamilton College. He held various 
positions in the traffic department and 
was elected vice president and general 
manager of the upstate area in 1943 
with headquarters in Albany. 

In 1946 he was elected vice president 
and general manager of the Wisconsin 
Telephone Co. and became president 
later in the same year. 

Mr. Bolenius was elected vice presi- 
dent of AT&T, in charge of personnel 
relations, in 1948; and was named vice 
president, finance, in 1951. He was 
named to his present position in 1958. 


Book Review 


“FUNDAMENTALS OF RADIO TELE- 
METRY,” By Marvin Teeper; 136 
pages; $2.95. 


Telemetering, which means measur- 
ing from afar, has become a major 
electronic art since the wide use of such 
systems in guided missiles, satellites 
and other military developments. How- 
ever, the first telemetering was actually 
done over land wires by the public utili- 
ties, and the art is nearly as old as the 
telephone. In spite of the fact that tele- 
metering is best known for its part in 
radio weather ba!loons and skyrockets, 
it is still widely used by telephone, 
water, power, oil, railroad and other 
companies to keep track of plant con- 
ditions at a distance. 

A good deal of land-based telemeter- 
ing travels over telephone lines, and 
telephone men can use a book that tells 
them what it is all about. Actually, 
telemetering is a form of data trans- 
mission, and many different circuit 
tricks are employed to put several 
pieces of information on one radio 
channel—or telephone line. Although 
the emphasis in this book is upon radio 
telemetry, books on the subject are rare 
because of security requirements. Tele- 
phone men will find it worthwhile. II- 
lustrated with pictures on nearly every 
page, it is a quick and easy book to 
read. It can be purchased from TE- 
LEPHONY. 

Review by Harold B. McKay, TeE- 
LEPHONY’S Electronics Editor. 


Envy Destroys 
“As rust corrupts iron, so envy cor- 
rupts man.”—ANTISTHENES. 
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KELLOGG 


LOUD RINGING BELL 
commands attention anywhere! 


Ideal for any noisy or exposed location: factories, 
foundries, mills, taxi stands, school yards, docks, 
construction sites, police or fire alarms. 
@ Compatible with all types of circuits, in- 
cluding impedance ringers. 
Weather-proof, rugged construction. 


Easy to mount: requires only two screws. 


Available in harmonic, synchromonic, deci- 
monic ringing frequencies — or. imposed 
straight-line ringers. 


Ask your Kellogg sales representative for complete information. 


CHICAGO, /LLINO/S 


Kellogg Switchboard and Supply Company, 6650 South Cicero Avenue 
Chicago 38, Ill. Communications division of 
International Telephone and Telegraph Corporation 


For a complete list of Kellogg offices, see pages 22-23. 





in Communications 
with U. Ss. 


MICRO-POWER 


® 


Pat. No. 2688704 


Your Insurance Policy 
for... 


Stable 
Continuous 
Uninterrupted 


Communications Power 


Micro-Power operates with the main 
source of power. No time consuming 
“load transfers.” No “power outages” 
even for precious seconds! 

Micro-Power Units are available in 
1500, 3000, 5000 and 10000 watt cap- 
acities. For complete information, 


specifications, and demonstration, 
write... 


U. S. MOTORS CORP. 
102 W. 5th Avenue 
OSHKOSH, WISCONSIN 


News on! 


CABLE FAULT LOCATOR—With 
the increased use of plastic cable, fault 
increasingly 
Research and 
development within the Whitney Blake 
Laboratories resulted in 


location has become an 


troublesome problem. 


the develop- 
ment of new methods and instrumen- 
tation to greatly simplify the job of 
fault These methods 
now been used for about five years in 
plant. The original 
equipment has now been modified to 
meet a demand for a portable instru- 
ment for field use. 


location. have 


this company’s 


Generally speaking, this cable fault 
locator operates on the bridge prin- 
ciple. It differs, however, 
common Wheatstone Bridge. 


from the 
The unit 
is battery-operated and contains a tran- 
sistorized 100-cycle tone source and a 
high gain tuned amplifier for null de- 
The null, 
attained by means of a single dial and 


tection. or balance point, is 
is indicated by an easy-to-read meter. 
Step-by-step procedures are outlined in 
the operating manual and detailed 
drawings for each type of fault clearly 
Thus, the 


combination of method, equipment and 


show connection points. 


detailed instructions, is especially 


suited for use by the telephone man 
who is called upon 


to locate cable faults. 


only occasionally 


Conventional bridge-type test sets 


employ the three-measurement varley 
method for locating shorts, crosses and 
grounds. This method is quite accurate 
since a ratio of the resistance from the 
test set to the fault is compared to the 


total resistance of the cable pair. This 


TELEPHONY PUBLISHING CORP. 
608 S. Dearborn St. 
Chicago 5, Ill. 


New Products | 


permits a part-to-whole comparison, or 
percentage, to the total length. As the 
name implies, three measurements are 
required. 


This new cable fault locator also ob- 
tains the same accurate part-to-whole 
only two meas- 
This holds true 
even when the resistance of the short, 
10,000 


Above this value, additional bat- 


comparison; however, 
urements are required. 


ground or cross approaches 
ohms. 
tery voltage may be applied to the ex- 
ternal terminals until the desired meter 
Battery 


ages as high as 600 volts may be ap- 


sensitivity is obtained. volt- 


plied in this manner. 


The Murry Loop Test, a comparison 
of cable 


method used for the location of opens 


capacitance, is the common 


when using conventional test sets. Un- 


Please have the manufacturer send me without obligation the literature 


indicated by the following numbers: 
NP1124 NP1125 3 


NP1128 NP1129 


Town and State 
6/27/59 


NP1126 ; NP1127 
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YOU NEED ALL THREE 
of these easy-to-read 


TRAINING 
BOOKS 


THE ABC OF THE 
TELEPHONE books are 
reprinted from the pop- 
ular series. of articles by 
Frank €. Lee, currently 
appearing in TELEPH- 
ONY. The books give 
on-the-job application 
of technical know-how 
to thoroughly under- 
stand the telephone 
job. 


These are the books telephone companies are 
using . . . over 30,000 ABC books have been 
shipped to large and small telephone com- 
panies all over the world. 


VOLUME | COVERS: 


Basic Circuits, Transmitters, 
Receivers, Induction Coils, 
Generators, Ringers, Relays, 
Line Protection, Dials, Auto- 
matic Switching, Principles 
of Protection, Drop Wire In- 
stallation. 

21 CHAPTERS. 


VOLUME Ill COVERS: 


Storage Batteries, Metallic 
Rectifiers, Electronic Tubes, 
Key Equipment, Carrier Cir- 
cuits, Community Dial 


Offices, Central Office Serv- 





VOLUME II INCLUDES: 
Installation and Maintenance 
of Sub-Station Protection, 
Station Wire Installation, 
Subscriber Station Installa- 
tion, Fault Locating, Relay 
Circuit Analysis, Loading 
Coil Theory. 

20 CHAPTERS. 


Plant Trouble Reports and 
Analysis, Central Office 
Cross-connections, Routine 
Maintenance Schedules, Cir- 
cuit Drawings, Wiring Dia- 
grams. 

31 CHAPTERS 





ice Objectives, Exchange 


Order a set of the three ABC books for each 
of your men. 72 chapters—284 pages (844x 
11) in the three volumes. Hundreds of illus- 
trations. This is the BIG telephone training 
value. 


Order any volume separately or combine your requirements to 
take advantage of the lower quantity prices shown on this 
schedule. 


No. OF COPIES VOL. | VOL. II VOL. Ill 


I— _—s 5 copies $1.50 ea. $1.50 ea. $2.50 ea. 
6— 25 copies 1.35 ea. 1.35 ea. 2.25 ea. 
26— 50 copies 1.20 ea. 1.20 ea. 2.00 ea. 
51— 500 copies 1.05 ea. 1.05 ea. 1.75 ea. 
50i1—1000 copies 95 ea. 95 ea. 1.60 ea. 


Frank E. Lee, Publisher 
1751—183rd Street 
USE THIS COUPON—ORDER NOW 


Homewood, Illinois 


Frank E. Lee, Publisher, 1751—I83rd St., Homewood, Illinois 
PLEASE SEND THE FOLLOWING COPIES: 


a i en ce VOL. Ill 


Name 





Company 





Street 





State 
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For sure 
telephone cable support use 


CF<I Galvanized 
Steel Strand 


The Image of CF&I—a giant steelman—stands for Con- 
tinually improved steel products for all industries. One 
of these dependable products is CFaI Galvanized Steel 
Strand which provides years of trouble-free support for 
aerial cables. 

Strong yet flexible, CF«I Strand is easy to install. An 
“envelope’”’ of zinc acts like a raincoat on this messen- 
ger, protecting it against corrosion. 

Also used for guying, CFaI Galvanized Steel Strand 
made in seven- and three-wire constructions meets 
ASTM Specification A-122. Or it can be made to 
your individual specifications. For prompt delivery, call 

the nearby CFaelI sales office or contact your 


local distributor. 
677° -A 


GALVANIZED STEEL STRAND 


THE COLORADO FUEL AND IRON CORPORATION 


In the West: THE COLORADO FUEL AND IRON CORPORATION—Albuquerque 
Amarillo * Billings * Boise * Butte * Denver * Ei Paso + Farmington(N.M.) * Ft. Worth * Houston 
Kansas City * Lincoln * Los Angeles * Oakland * OklshomaCity * Phoenix * Portland * Pueblo 
Salt Lake City + San Francisco * San Leandro * Seattle * Spoxane * Wichita 
In the East: es eee DIVISION—Atianta * Boston * Buffalo * Chicago 
* New Orleans * New York * Philadelphie 
CF&I OFFICE IN CANADA: Montreal - CANADIAN REPRESENTATIVES AT: Calgary 
Edmonton * Vancouver * Winnipeg 
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ANOTHER 
LOW COST 
SPACE- 
SAVING 
SELF- : 
SUPPORTING © 


Stainless microwave 
tower, mounting antenna 
array and four 6-foot pa- 
rabolas 


STAINLESS 


Whether your need is for: 

e Communication Systems 

e Broadcast Arrays, or 

e Studio-to-transmitter Links 


Let Stainless’ experienced engineering 
staff assist you with your tower problems. 


Ask today 
booklet 


Stainless installations, 


for your free 


describing many 


Stainless, inc. 


NORTH WALES - PENNSYLVANIA 
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like the three-measurement varley 
method, this type of test does not re- 
sult in a part-to-whole comparison. For 
this reason, the Murry Loop Test does 
not result in a high degree of accuracy. 
This cable fault locator, on the 
other hand, does provide this part-to- 


new 


whole comparison and, thereby obtains 
in the location of 
Quite often, a 1,000-cycle tone 
used with other 
An additional error 


a greater accuracy 
opens. 
and earphones are 
standard test sets. 
results under these conditions since the 
bridge nulled 
(zero tone in the earphones) and is, 
therefore, balanced. The 


low frequency tone and high gain am- 


cannot be completely 


improperly 


plifier utilizing a visual indicator em- 
ployed in the cable fault locator elimi- 
nates this type of error. Request NP 


1124. 
° 


SAFETY GLASSES — Employes fre- 
quently object to the wearing of safety 
glasses because of their appearance. A 
Mfg. Co., 


claims styling and safety as twin fea- 


new design, by Sellstrom 
tures. These new safety glasses, known 
offered in two 


styles of temples. The new broad spat- 


as “Duo-Tones” are 
ula style, said to be otherwise available 
only in the most expensive personal 
glasses, affords greater safety in addi- 
tion to its smart on-the-street appear- 
ance. 


Being broader, its surface holds 


more firmly to the side of the face. 


The cable style has a permanent vinyl 
coating that flexibility 
sacrificing Bonded 
to the metal cable corés, it eliminates 
completely the possibility of any peel- 
ing or discoloration. 


adds without 


strength. securely 


The “Duo-Tone” line also provides 
the standard S-7 square lens shape, per- 
mitting interchangeability with present 
safety Both prescription and 
plain lenses are available. 


glasses. 
Frames are 
a combination of ebony and clear plas- 


Request NP1125. 


SWEAT BAND—Sellstrom Mfg. Co. 
also has announced a new type of sweat 
band, called “Swett-Ban” which it claims 
will bring a new standard of cooling 
in hot or humid 
occupations, This device is made of a 


sponge-like 


comfort to workers 
strip of cellulose acetate 
backed with Pellon fabric, plus a rub- 
ber headband. 


The increased cooling effect is pro- 
vided through carefully 
spaced perforations in the spongy ma- 
terial. The manufacturer claims that 
extensive tests under carefully 
trolled conditions indicate that this de- 
sign evaporates from 27 per cent to 60 
per cent more moisture than the con- 
ventional type sweat band. 


the use of 


con- 


This, it is due to this 
exclusive air-vent construction and the 
Pellon backing. 
ing the wearer's 


claimed, is 


This results in keep- 
forehead cooler and 
aiding in preventing blurry vision and 
sweat-fogged glasses or goggles. 
Dipping band in cold 
water prior to wearing is said to in- 


this sweat 
crease its perspiration evaporation, al- 
though it may be worn dry initially. 
The Pellon backing is said to give the 
product extra long life. 
easily cleaned by washing with 


Request NP1126. 


It can also be 
soap 
and water. 


VACUUM CLEANER—A new vacuum 
that 
straps on the operator’s back, should 


cleaner known as the Pac-Vac, 
prove ideal for cleaning central office 
The light tubular frame 
fits comfortably on the back and can 


equipment, 


be adjusted with the wide straps. 


When the Pac-Vac_ is 
vacuum cleaner, a filter bag is placed 


used as a 
over the air outlet. For air sweeping. 
the regular 5-foot hose is moved to the 
air outlet and an air sweeping wand is 
used. Extension handles are provided 


for overhead cleaning of equipment 


Convenience and 
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bays and cable racks. 





. . with an INTERNATIONAL REPUTATION 
for Reliability" 


Make GHO Engineering 


the 
reliable 
basis 

for 

YOUR 
next 
successtul 


completion 
Call Hirsch first for 


consummate engineering 
services on ANY job— 
ANYWHERE 

NOW 


~ 7 


718 


‘ 
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When you talk about Kennecott lead-alloy 
sheathed cable, longer life REALLY 
MEANS SOMETHING! It means reten- 
tion of full electrical properties over the 


Let GHO Construction 


experience 
become 
YOUR 


entire long, long life of the cable. That’s 
because every component that goes into 
Kennecott Telephone Cable—from copper 
conductor to superior, uniformly strong 


“Young Process” lead sheath—is checked 
and tested. Flaws, imperfections and infe- 
rior materials are ruthlessly eliminated. Get 
complete information on Kennecott Tele- 
phone Cable from the Chase sales office 
near you. 


guarantee 
of 


on-shedule 
production 


ivs KENNECOTT 
Experience, supervision, 


\ TELEPHONE CABLE 
equipment, and problem- s\ fy 


shooting special crews * 
CHASE BRASS & COPPER CO., WATERBURY 20, CONN. 


at competitive prices 
| 
4 $ ® Distributor for the Products of the 


GUSTAV HIRSCH 
ORGANIZATION, INC. | 

_KENNECOTT WIRE & CABLE DIV. 

of The Okonite Company 


Communication 
Engineers and Contractors 
CHASE WAREHOUSES and OFFICES: 
Atlanta Cincinnat: Grand Rapids 


1347 West Fifth Ave., Columbus 12, Ohio nm ef al 
HUdson 8-0611 —— to Ind:anapols 


Chariotte Denver Kansas City, Mo. 
Chicage Detroit Los Angeles 


Milwaukee 
Minneapolis 
Newark Pittsburgh 
New York Providence 
(Maspeth, L.|.) Rochester 


New Orleans 
Philadelphia 
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Straight Neoprene-Jacketed 
Instrument Cords with twisted 
or parallel inners. 

(s) 
Nylon Operators’ Cords and 
Switchboard Cords, with or 
without Plugs 


Neoprene Handset Cords with 
Moulded Strain Reliefs 


Spiraflex 
Retractile Cords 


It’s a fact! .. . COMMERCIAL is 
headquarters for one of the most 
complete and diversified lines of 
cords available today . . . guarantee- 
ing highest quality and prompt serv- 
ice to meet your every requirement. 
Remember this whenever you need 
good cords in a hurry. 


Write for Catalog, Samples and Prices. 


P.S. Commercial Instrument 
Cords are now available in color! 


COMMERCIAL CORD 


COMPANY, INC. 


CLIFTON SPRINGS, N. Y. 
Phene: HOward 2-2311 


QUALITY CORDS FOR ALL MAKES AND 
TYPES OF TELEPHONE INSTRUMENTS 
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mobility are claimed to be the big fea- | 
tures of this cleaner. Request NP1127. | 


TRENCHER—The Pup—a new port- | 
| able, self-propelled utility trencher, has | 
| been announced by Davis Mfg. Inc. 


The unit trenches from 2 inches to 


3 inches wide and down to depths of | 
Once it has started trenching 


3 feet. 


> 
* 


no operator is needed except for cas- 
ual observation and to stop the unit, 
the company states. 


It has a_ positive, variable speed 
drive with a winching mechanism that 
draws the Pup down the line to be dug. 
Six different speed settings as well as 
a neutral and stop-forward motion are 
controlled by a single lever. It will 
attain speeds up to 400 feet per hour, 


it is said. 

A serew-type self-locking depth con- 
trol crank lets the operator adjust to 
the desired depth. A depth 
gauge provides visual 
proper setting. 


control 
references for 


A combination guide-bridle and han- 
dle bar lifts into a waist high position 
for easy portability. It is available with 
both gasoline and electric power. Re- 
quest NP1128. 

+ 


MINIATURE WIRE 
miniature wire-holding clamp manu- 
factured by Dakota Engineering Inc., 
is designed to secure wire bundles in 
limited-space electronic equipment. The 
unit is made of Nylon/Zytel, which is 
extremely light in weight. When in- 
stalled, it withstrexds impact loads bet- 
ter than 50g’s, loaded is 
fatigue in 


and when 


highly resistant to any 


position. 
Installation of wire involves only 
two quick operations—placing the wire 
inside the U-shaped clamp, and manu- 
ally jpushing a keeper over the notched 
edges, where it locks with high holding 
power. No tools are 
tying is eliminated. 


to release 


required, and 
Clamps are easy 


for adding or removing 


wires. Technician merely presses the | 
horns together, and lifts off the keeper. | 
After the new-sized bundle is installed, | 
the keeper is replaced. Several locking | 
enabling the | 


positions are available, 


CLAMP—A 


x \S 
get! hy, 


A complete telephone directory 
publishing service 


300 MONTGOMERY ST., SAN FRANCISCO, CALIF. 
OFFICES: EVERETT, WASHINGTON - KILGORE, TEXAS 
COOS BAY, OREGON - BEAVERTON, OREGON 


THE IDEAL GIFT 
and AWARD ITEM 


Tel-O-Bank desk set doubles in 
service as a paper weight while 
it holds up to $20.00 in small 
change. Beautifully molded in 
colors and materials to accu- 
rately match today's telephones. 
Receivers can be imprinted with 
names or initials. Special price 
to telephone company employees 
$1.75 each. Bank with i 
ball point pen priced special at 
$2.25 each. 


Write today for colors and ether details. 
DEPT. M 


MASTERCRAFT PEN CO. 
514 LIGHTHOUSE AVENUE 
MONTEREY, CALIFORNIA 
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keeper to adjust itself to the size of 
the bundle. 

Units are available in sizes starting 
at 3/16 inch, weighing 0.001 pound, 
and extend to a 2% inch size weighing 
0.052 pound. Sizes are reckoned across 
the horns. The smaller size will secure 
58,000 circular mils of wire, and the 
larger size 8,570,000 circular mils. 
Clamps have mounting holes on the 
bottom. Units are fastened perma- 
nently to bulkheads or other structures, 
and only the keeper need be removed 
to change or reroute wiring. Request 


NP1129. 


Berry and Power Receive 
Honorary Degrees 

Two prominent members of the tele- 
phone industry were honored on June 
7, when Rio Grande College (Ohio) 
conferred honorary degrees on Loren 
M. Berry and Donald C. Power during 
annual commencement exercises. 

Mr. Berry, founder of the directory 
advertising firm, L. M. Berry & Co., 
delivered the commencement address. 
He was awarded the honorary degree 
of Doctor of Laws. Mr. Berry was only 
four years old when his father died. He 
sold newspapers, ran a laundry route, 
and worked as a newspaper reporter to 
get through grade and high school in 
Wabash, Ind. When he was nine years 
old he developed his first personal en- 
terprise—digging up _ horseradishes, 
grinding them, and selling the bottled 
product from door to door. This started 
his savings account which grew so that 
it was enough to finance one year at 
Northwestern University; then, his 
money being exhausted, it was neces- 
sary for him to leave school, so he be- 
gan selling advertising. 

Mr. Berry started in the telephone 
directory advertising business when the 
Yellow Pages were almost unheard of. 
Yis entrance into this field was acci- 
dental. While in Marion Ind., in 1910 
on a business trip, he met a friend, the 
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ALPHADUCT 
UNDERGROUND 
“B SERVICE 
WIRE 


ELIMINATES UNSIGHTLY 
OVERHEAD DROPS 


PROVIDES EXTRA PAIR 
FOR SECOND PHONE 


...and no other underground service wire can 
compare with Alphaduct for sheer ruggedness and 
trouble free service under unfavorable operating 
conditions. Alphaduct is engineered to withstand 
moisture, heat, abrasion, deformation and you get 
these PLUS FEATURES: 


HIGH DIELECTRIC STRENGTH 
HEAT STABILIZED POLYETHYLENE INSULATION 


MINIMIZED CROSSTALK through control of side 
to side Capacitance Unbalance 

ALUMINUM TAPED for electrical shielding against 
lightning and interference 
CONDUCTORS—annealed copper covered 

steel for strength 


AND IT’S DATED—simplifies your record keeping 
... proves Alphaduct’s durability 


When you buy Alphaduct Underground “B”’ 

Service Wire, or any one of Alphaduct's different 
types of telephone wire—you buy the know-how 
of the recognized leader in the manufacture 

of insulated wires for the Independent 

Telephone Industry. 


National Distributors aie Regional Distributors 
Automatic Electric Sales Corp. . Buckeye Telephone & Supply Co. 
Northlake, Illinois Columbus, Ohio 


Leich Sales Corp. The Lindsay Telephone Supply Co. 
427 W. Randolph St., Chicago, Il. Cleveland, Ohio 


WIRE AND CABLE CO Pankey Supply Co. 


NEW BRUNSWICK. N 3 Charlottesville, Va. 


CHorter 9-8090 





INSPECTION SERVICE 

of om . qa pete 
ments. Ang of wood preservatives. Con- 
sultation specification 5 

A. W. WILLIAMS INSPECTION CO., INC. 

MOBILE, A 

New York «+ St. Louwls * Portiand 

taspectors stationed throughout the U.S.A. 


CABANISS-POGUE COMPANY 


Consulting Engineers 
Appraisals—Cost and Rate Studies 
Financial Assistance 
GRANT BLDG., ATLANTA, GEORGIA 


CARL C. CRANE, INC. 


Consulting Engineers 
121 S. Pinckney St. Madison 1, Wis. 
Telephone Alpine 6-0247 


McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CE 2-2358 


SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 


‘.ppraisals—Original Cost Studies 
Plant, Traffic and Commercial 


Engineering 
120 S. La Salle St. 
Chicago 


3, mM, Tel: FRankiin 2-592: 


CABLE CONSTRUCTION CO. 


1512 Center St. Tacoma, Washington 


ENGINEERING - CONSTRUCTION 
SPLICING - CABLE PLOWING 


CENTRAL OFFICE INSTALLATION 
World-Wide 


Call 


US 


collect 
for @ CONSTRUCTION CREWS 
CABLE SPLICING 

STATION INSTALLATION 


CENTRAL OFFICE 
INSTALLATION 


UNDERGROUND DUCT 
SYSTEM 


CABLE TRENCHING AND 
PLOWING 


CONSTRUCTION CO. 
Since 1925 


FL 5-4532 


IRB 


JACKSON, MISSISSIPPI 
815 SOUTH STATE ST. 





manager of the local telephone com- 
pany, who urged him to stay in town 
a little longer and sell some advertis- 
ing for the local telephone directory. 
This was the beginning of a business 
which is now nearing its 50th anni- 
versary. 


L. M. BERRY | 


Today, his organization sells adver- | 
tising in more than 900 Independent 
and Bell telephone directories, covering | 


| more than 5,500 cities and towns in 29 | 
| states. 


Mr. Berry is chairman of the 
board of the Warren (O.) Telephone 
Co., of the Contra Costa Broadcasting 
Corp. of Pittsburg, Cal., and of the 
Skyland Broadcasting Co., Dayton, O. 
He is vice president of the Telephone 
Service Company, Canton, O., and the 
Springfield Coal & Ice Co., Springfield, 
O. In addition, Mr. Berry is a director 
of eleven Ohio business organizations, 


| and has extensive business interests in 


other sections of the United States and 
Canada. Active in many civie and social 


| organizations, he is also a member of 


the Independent Telephone Pioneer As- 
sociation and the Telephone 
of America. 

Mr. Power, chairmar of the board 
and chief executive officer of the Gen- | 
eral Telephone & Electronics Corp., of 
New York City, received the honorary 
degree, Doctor of Business Administra- 
tion, for outstanding administrative 
ability and personal achievement. 

Mr. was born at Paine Sta- 
tion, O., and later moved with his family 
to Columbus His formal education be- 
yond high school included two years 
at Denison University, with the com- 
pletion of his undergraduate work at 
Ohio State University with the degree 
of Bachelor of Science in Business Ad- 
ministration. 


Pioneers 


Power 


He then entered law school and re- 
ceived the Bachelor of Law degree from 


| Ohio State in 1926. In 1927, the uni- 





ROBERT E. FOLEY 
CONSTRUCTION CORP. 


DESIGN—SURVEYS—APPRAISALS—Construc- 
tion and Maintenance of Overhecd and Under- 
ground Telephone Piant. Complete supply of 
poles available for emergency requiremesats. 


48 GRISWOLD STREET 
BINGHAMTON, WN. Y. TEL. 2-7215 


TUDOR AND YAGER, INC. 


Telephone Construction 


TIPTON, INDIANA 
Phone OSborne 5-2267 


KILLOREN COMPANY 
Construction crews—Installers 
Cable Splicers 
30 years experience 


136 N. State St. Appleton, Wisconsin 
REgent 3-5549 








ONSTRUCTION COMPANY 
UTILITY PLANT CONSTRUCTION 
45 North Clark Street @ Sullivan, Missou 


T E & T CORP. 


Telephone Engineers and 
Technicians Corp. of America 
“Pioneers of Elegant 
Telepheme Servicing” 


For Dependable, prompt, service 
on all your central office-carrier 
needs 


Modifications, Additions, 

Installations, Maintenance 

Training and Supervision 
— CONTACT US — 


Central office-carrier planning to 
meet your need as well as 
your purse 


All Guaranteed 
Special prices for 


REA borrowers 


jo 


Phone: 
HEmlock 7-3303—Day 
HEmlock 7-3405—Night 


Herreid, South Dakota 
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Announcing 
the WB 400 


VI-BOOTH” 


by ESSCO 


.-DIFFERENT... 


EGRROMICALLY PROVEN 
DENVER, COLO. 


INCOME INCREASED by 
greater versatility. 


MAINTENANCE DE- 
CREASED by exclusive 
Essco TAMPER-PROOF 


engineering. 


In Denver’s City Park, where 
three ordinary booths were 
destroyed in one season... 
one BREVI-BOOTH has lasted 
two years. 


¢ STURDY 
e VERSATILE 
© TAMPER-PROOF 


$sco 
PRODUCTS 


1351 W. ALAMEDA AVENUE 
DENVER, COLO. « SP 7-6666 
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versity conferred upon him the Master 
of Arts degree. In 1954, Mr. Power’s 
Alma Mater bestowed upon him its Dis- 
tinguished Service Award. He received 
the honorary degree, Doctor of Laws, 
from Upsala College (New York) in 
1958. 


[ 


D. C. POWER 


Mr. Power taught in the College of 
Commerce at Ohio State University 
beginning in 1922 until 1939. At Ohio 
State he successively held the titles of 
instructor, assistant professor, and as- 
sociate professor. He served Ohio State 
University as a member of che board 
of trustees from 1944 to 1951, and in 
1951 served as chairman of the board. 

Mr. Power’s law practice began with 
his admission to the bar in 1926. He is 
a member of the firm, Power, Griffith, 
and Jones of Columbus, O. He served 
as assistant attorney general of Ohio 
and attorney for the Ohio Public Serv- 
ice Commission (1933-1936). He was 
secretary to Governor Bricker (1939- 
1943). His political association with 
Governor Bricker led him to assume the 
responsibilities as chairman of the Ohio 
State Republican Campaign Committee 
in 1938, 1940, and 1942. 


Raytheon Announces Two 
> . ; 2 
Purchases for Expansion 

Plans for the purchase of the assets 
and business of Sorensen & Co., Inc., 
manufacturers of controlled power sup- 
ply equipment, by the Raytheon Co. 
were announced on June 15 by C. F. 
Adams, Raytheon president, following 
the signing of an agreement between 
the two companies. 

The Sorensen company employs ap- 
proximately 400 men and women at its 
South Norwalk, Conn., and New York 
City plants. 

With virtually no overlap of product 
lines, the combining of interests with 
the acquisition of the Sorensen business 


3 KLEIN PLIERS 


to make electrical wiring easier 


Three newly engineered Klein Pliers 
which will solve difficult problems in 
the wiring of electronic assemblies. 


ALL-PURPOSE ELECTRONIC PLIER 


Shear blade cuts flush and holds clipped 
end of wire—Requires no sharpening; will cut 
hard or soft wire. Smooth, continuous action pre- 
vents shock which may damage resistors. For bare 
wire up to 18 gauge. Patent pending. 

No. 260-6—length 6%” 

No. 260-6C—with coil spring that holds jaws open. 


NEEDLE-NOSE PLIER 


Similar to No. 260-6 but nose has been slimmed 
to permit use in confined areas. Patent pending. 
No. 261-6—length 6%” 

No. 261-6C—with coil spring to hold jaws open 


PLIER WITH KNIFE AT TIP 


Jaws behind blade hold clipped wire end 

A shear-cutting plier that will cut hard or soft wire. 

Coil spring to keep jaws apart. Pat. No. 2,848,724. 
No. 208-6PC—length 6%” 

Write for Catalog 101-A, 

ct) which shows the complete 

khein tools line of Klein Pliers, includ- 

sewttien ing 20 pliers recently 


[ ese developed. 


4 
Mathias KLEIN & oon cf 


1200 McCORMICK ROAD + CHICAGO 45, ILL! 





will broaden Raytheon’s power supply 
product line, Mr. Adams stated. 

The purchase agreement calls for 
payment in Raytheon stock—one-third 
of the less than 3-million dollar pur- 
chase price in cumulative preferred 
Raytheon steck and two-thirds in com- 
mon stock which will be distributed pro 
rata to the Sorensen stockholders. 

Purchase of the privately held Soren- 
sen company is subject to approval of 
the Sorensen stockholders. The Soren- 
sen firm, which was founded in 1942 by 
the late Edward M. Sorensen, is pres- 
ently owned principally by Albert H. 
Blanc, president, and Marcel Corbat, 
chairman of the board. 

Leo L. Helterline Jr., executive vice 
president and general manager, will 
continue to operate the business 
through a wholly-owned Raytheon sub- 
sidiary which will bear the Sorensen 
name. Raytheon plans to retain the 
Sorensen organization and to continue 
the present distribution system through 
current manufacturers’ representatives. 

Sorensen owns a controlling interest 
in Sorensen-ARDAG, a Zurich, Switzer- 
land electronics firm. 

Acquisition of the Sorensen business 
and assets will add to Raytheon’s in- 
dustrial apparatus division, of which 


BY GENERAL 


the new subsidary will become a sub- 
division. Predominantly commercial, 
Sorenson products are sold through 17 
domestic manufacturers’ representatives 
as well as foreign representatives. 

On May 25 the merger of Machlett 
Laboratories into Raytheon became 
effective, as another step in Raytheon’s 
announced plan to broaden its com- 
mercial area base. 

Raytheon employs more than 39,000 
men and women, and its current sales 
amount to more than 400 million dol- 
lars. Its products for national defense, 
for industry and for everyday living, 
range from seed-sized transistors and 
other components to giant air traffic 
control radars, and complete weapon 
systems for the Armed Forces. 


General Cable Co. Buys 
Indiana Steel & Wire 

Indiana Steel & Wire Co., Inc. has 
been acquired by the General Cable 
Corp., it was announced on June 16 by 
James R. MacDonald, chairman of the 
board and president of General Cable. 

For half a century, Indiana 
Steel & Wire Co., Inc. has manufac- 
tured Crapo galvanized wire and strand 
used in overhead line construction for 
communication and power transmission. 


over 


<° CORD 


INSULATED WIRE WORKS, INC. 


with Telephone oe 
Equipment 
Manufacturers 


. 
Licensed to manufacture under existing patents. 


Telephone cord sets of proved performance backed by General Insulated’s unmatched 
experience and know-how in the manufacture of quality telephone tinsel cordage: 
Spcrafter HANDSET CORDS in bright colors with non-staining thermoplastic jackets in 
solid color extrusions matching color shade and sheen of telephone sets. Also non-staining 
black Neoprene jacketed cords. Both types available with or without integral moldings and 
terminations. Furnished in standard or extra long lengths. 


STRAIGHT HANDSET AND DESK SET CORDS are available in non-staining thermoplastic 
constructions in matching colors and in black Neoprene. 


GENERAL INSULATED WIRE WORKS, INC. 


A DIVISION OF GENERAL CABLE CORPORATION 


Providence 5, Rhode Island 





The manufacturing operations of 
Indiana Steel are located in Muncie, 
Ind. Fred M. Crapo, president of Indi- 
ana Steel & Wire Co., will continue as 
its president and chief executive officer 
and will also be vice-president of Gen- 
eral Cable. 


Missouri Independent 
Pioneers Elect Officers 

The Theodore Gary chapter (Mis- 
souri) of the Independent Telephone Pi- 
oneer Association held its annual meet- 
ing during the recent convention of the 
Missouri Telephone Association. 


BERNEY SIMNER 


The following chapter officers were 
elected: President, Berney Simner of 
St. Louis; vice president, H. C. Stouffer 
of Diamond; and secretary-treasurer, 
Miss Katharine Bauer of Jefferson 
City. 

Chapter directors elected were: E. E. 
Ewer of Concordia; Gene Box of Co- 
lumbia; M. S. Bodine of Jefferson City; 
J. E. Bartruff of St. James; and C. H. 
Joy of Columbia. 

Members of the chapter advisory 
committee are: J. G. Kreamer of Kan- 
sas City; C. W. Chastain of Princeton; 
C. T. Davis of Sullivan; Wesley H. 
Loomis III of Des Plaines, Ill.; R. R. 
Coffman of Cameron; Fred Fairly of 
Kansas City; F. B. McHenry of Jeffer- 
son City; J. O. Kent of Huntsville; and 
Eldridge King of. Sullivan. 


COLOR TELEPHONES SOLD 


Continued from page 28 


the mile-high Arizona mountain com- 
munity the possibilities of color, start- 
ing with the telephone, in the home. 
Used for this purpose was a striking 
window, consisting of a series of eight 
shadow boxes, built like miniature 
prosceniums (stages), in two rows of 
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four shadow boxes each, in the hard- 
ware store window. Each of the shadow 
boxes measured 2 feet square by 2 feet 
deep. Tiny concealed fluorescent lamps 
provided separate interior lighting in 
each of the cubicles, while the ordinary 
overhead window lighting was cut off. 
This, in effect, created a series of min- 
iature “peep shows,” far better cal- 
culated to “stop traffic’ on Prescott’s 
main street than the standard type of 
window display. 

The “featured performer” in each of 
the shadow boxes was a color telephone, 
in one of eight popular colors. The 
background in each shadow box was 
chosen for contrast, such as brighi red 
behind the yellow telephone, bright yel- 
low behind a green telephone, black be- 
hind a white telephone, dark green be- 
hind an ivory telephone, etc. 

A rainbow-shaped sign arched across 
the top of the enclosure in which the 
shadow boxes were set up, with a slogan 
pointing out: 

“A Rainbow of Colors—Be 
ticular—Paint With General” 

This slogan promoted a_ popular 
brand of paint stocked by the store. 


Par- 


Combined with the color telephone in 
each of the shadow boxes were samples 


of drapery fabric, wallpaper, paint, 


picture frames and decorative acces- 
sories. Each of the color groups il- 
lustrated a room color scheme, co- 
ordinated with the basic color of the 
telephone. 


For example, a swatch of drapery 
fabric in an attractive red and yellow 
pattern was used in the shadow box 
devoted to a yellow telephone, while a 
rich green wallpaper strip and two 
painted walls of soft brown formed the 
background. 


In this way, each of the flat sur- 
faces within the shadow box, in addi- 
tion to the backup rear wall already 
mentioned, did a selling job on color. 
Similarly, harmonizing or contrasting 
colors in drapery fabrics were hung at 
the sides of the window to carry out 
the idea on the larger scale. 


All of the color selections were made 
by Mrs. Clyde Garrett, wife of the 
Arizona dealer, who spends part of 
each day in the store acting as a dec- 
orating consultant to paint and wall- 
paper customers. — 


With the remainder of the window 
framed in brilliant streamers of twisted 
crepe paper, and plenty of chip samples 
from the store’s paint department, the 
window display got excellent results 
from the beginning. Small cards ad- 
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vertised that the Garretts also offer a 
complete decorating service and the 
store can mix 3,000 colors of paint with 
its special electronic mixing equipment. 


The window display stimulated an 
all-time record volume of paint sales 
during a one-month period and, as had 
been expected, orders for new color 
telephones began streaming into the 
Mountain States company office. The 
fact that the window display got re- 
sults was well documented, for nine out 
of 10 callers mentioned that they had 
chosen the color from the “hardware 
store window display.” 

Mountain States worked closely 
throughout the month with Hardware 
Dealer Garrett, keeping him posted on 
the names of color telephone clients, all 
of whom were immediately followed up 
by direct mail and telephone. This un- 
usual window display went a long way 
toward putting the color telephone sub- 
ject squarely in the public eye and pro- 
duced many orders which might never 
have been received in any other way. 


To Forgive Is Divine 


“It is necessary to repent for years 
in order to efface a fault in the eyes of 
men; a single tear suffices with God.”— 
CHATEAUBRIAND. 


Prompt delivery of your order as specified is assured 
by Lindsay's fast, efficient, personalized service. 
Lindsay specializes in telephone supplies only... 
warehousing a complete line of the finest nationally 
known brands ... your guarantee of the best 

as you want it... when you want it. 


THE LINDSAY TELEPHONE SUPPLY CO., cx. 1939 
360 East Highland Road, Northfield, Ohio © Telephone: IMperial 7-7181 





NEW SWITCHBOARDS 


MAGNETO 
MFG. BY 
KELLOGG 
AND 
STROMBERG- 
CARLSON 


Navy Surplus, 
never used, in 
original factory 
export pack and 
complete with 
rints, operators 
handset, spare parts. 
Capacity 100 lines, 50 
equipped with drops 
and jacks, wired to {5 
ft. 5i/pair cable, 10 
cord circuits with re- 
peating coils and night 
alarm. 
Green hardwood cabi- 


nets. 
$275 
BD-95 CORDLESS MAGNETO 


20 Magneto line circuits, 5 connecting circuits, 
Night alarm, power 24 to 30 v. de. (20 capacitors 


provided for change to common peed 
Signal Corps. Rebuilt New ea... = - 


WESTERN ELECTRIC CORDLESS PBX 


COMMON BATTERY SWITCHBOARD 
eaaniinn aeelins Genie eas ae” $175 


Heller stapler for installer 


Repeat Coils, #75 A double 
16 Pr. Cook XB Cable Ter. with 


manual service. Green cabinets, New 
NEW ... POWER SUPPLIES 
Recticharger. Raytheon No, W-3155 ..$75.00 
Parr sale, Aate.there ome C78 00 
7 watt 16-2/3 & 20 vy.."........$45.00 
NEW MISCELLANEOUS SUPPLIES 

interior for installers. "100 for $19.00 
.$15.00 

$5.50 

galv. housing & 9 ft. Cable stub $8. 50 
Reliable No. 3003 Boxes of 100 ea, 45 
GOED GED OGD GED. vcccdccesesccevcccccces .67 


ELECTRIC GENERATING PLANTS 


Brand New . ideal for Servicemen. 
ps 2 your _tlectricity with you on jobs. 


= Run small 
wit develop 500 Watts, 120 V. A. C., 


60 Cycle. 
Rated 300 Watts 120/240 volts, | ph. 
Jacobsen 2 cycle Engine eauipped with Governor 
ss engine J loaf “ee - load on gen., run 
lor hrs. on ‘Yo gal. gas. Brand new. 
$99.75 


Cost Govt. $307.00. Sale Price 


Prices F. O. B. Sacramento, California 
Satisfaction Guaranteed 


LORIS SALES 


(OUR 14TH YEAR) 
Telephone Equipment & Supplies 
P. O. Box 1896, 907-2nd Street 
Sacramento, California 


ATLANTIC 


Creosoting Co., Inc., 17 Battery Pi., N.Y. C. 
PINE POLES 
Creosote Oil or Pentachlorophenol 


Boston, Mass. Portsmouth, Va. 
New York, N. Y. Philadelphia, Po. 
Savannah, Ga. 





POLES * CROSSARMS| 


RAIL or TRUCK DELIVERY 
Pressure-treated to your specifications. 16 sales 
offices, 34 plants serving you. See Yellow Pages, 
write or call Pittsburgh EXpress 1-3300. . 

KOPPERS COMPANY, INC. 
Wood Preserving Division 
757 Koppers Bidg., Pittsburgh 19, Pa. 
CREOSOTED SOUTHERN YELLOW PINE 
LOW RESIDUE COAL TAR DISTILLATE 
“Truck Delivery Our Specialty” 
Baker Woed Division, D. B. Frampton & Company 
P.O. BOX 520 MARION, OHIO 
POLES 


B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Plain. 





Cascade Pole Co., P.O. Box 743, Ta- 
coma, Wash. — Creosoted Douglas Fir 
and Cedar Poles. 





Cc. M. Christiansen Co.—Northern 
White Cedar Poles, Pentachlorophenol 
treated. Plant and Yards, Phelps, Wis. 





Dierks Forests, inc., Wood Preserving 
Division, 810 Whittington Ave., Hot 
Springs, Arkansas. Southern Pine select 
poles, all sizes and lengths, pressure- 
treated, creosote or penta. Also creosote- 
2% penta mixture. Prompt shipment. 





Eppinger & Russell Co., 80—8th Av- 
enue, New York 11, N. Y.—Creosoted 
Poles and Cross Arms. Plants: Jackson- 
ville, Fla., Norfolk, Va., Eddington, Pa. 





International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants 
Beaumont and Texarkana, Texas. 





international Paper Co., Wood Pre- 
serving Division, Sales—926 Grand Ave- 
nue, Kansas City, Mo.—Pressure-treated 
Southern Pine and Douglas Fir Poles. 
Creosote and Penta preservatives. 








Piedmont Wood Preserving Company 
—Creosoted and Creosote-Penta Treated 
Pine Poles. Plant, Augusta, Georgia. 
Yards, Virginia, West Virginia and 
Connecticut, Address inquiries to Box 
1662, Spartanburg, 8S. C 





Texas Creosoting Company—512 Main 
Street, Orange, Texas—Creosoted South- 
ern Yellow Pine and Douglas Fir Poles. 
Can also treat with ‘“‘Penta.”’ 


| 


Northern white cedar 


7 
Western red cedar 
Best for durability... poles from 


National Pole 


National Pole and Treating 
Division, Minnesota and 
Ontario Paper Company 

Investors Building « Minneapolis 2, 
Minn. Telephone FEderal 8-888 1. 
Branch Office: Prudential Bldg., 
Chicago ¢ Plant: Minneapolis, 





FOR ALL OF YOUR CENTRAL OFFICE AND 
PBX INSTALLATIONS, MODIFICATIONS, AND 
ENLARGEMENTS, IT'S THE 


T. E. 0. 


TELEPHONE ELECTRONICS INSTALLATION CORP. 
Hayes Bidg., 12 E. Tenth St., Erie. Pa. 
MAY WE BE OF SERVICE TO YOU? 


CABLE SPLICERS « LINEMEN 
STATION INSTALLERS 
STEADY WORK, GOOD PAY 

MIDWEST LOCATION. 
The Weikel Line Company, Inc. 
FORT WAYNE, IND. 


ARCHIE DAVIS, INC. 


UNDERGROUND CONDUIT AND 
MANHOLE CONSTRUCTION 
BURIED CABLE—CABLE PLOWING 
POLE LINE CONSTRUCTION 


522 Forest St., Jacksonville 2, Florida 
Telephone: Elgin 3-7501 


Professional Engineers - Contractors 
Central Office Installation 
Cable Splicers, Plant Crews, Installer Repairmen 


HENKELS & McCOY 


PHILADELPHIA 
1800 N. Johnson St., Elkhart, Ind., Tel. 3-2915 





Communication Equipment 

Maintenance Modifications — 
Buy — Sell — Trade 
Any Moke — Type 


Midwest Communications 


Service Co. 


P.O. Box 3008 Telephone SW 9-4311 
Lubbock, Texas 


Installation 
Additions 








FREE Estimates 
PLOWING 


(Buried wire & cable) 
Call Collect 


MULLEN 
CONSTRUCTION COMPANY 


2002 E. Wisconsin Ave. REgé&nt 4-988) 
Appleton, Wisconsin 


TELEPHONY 





TEST EQUIPMENT 


WHEATSTONE BRIDGE, L&N Slide wire type 
for quick line tests, Signal Corps TS 27/TSM, 
new $150, good used... v4 —— 


TRANSMISSION MEASURING SETS: with osc. 
1000-1500-2500 cycle. Accurate tests from 
—50 to +10 DB, = — Corps | 61-C, 
new $150, good used. ue. $100 


Meggers: small portable hand generator type, 
New Signal Corps | 148. . $100 


Battery operated type, new $100, used $75 
Ground testers (megger), good used... .. $75 


Weston Ohmmeters, low-ohm scale arranged for 
easy reading, with leather case. New $17.50 


W.E. 20C Test Set, with 19C exploring coil & 
+716 receiver, plug & cords. New $65 
Used _. $50 


Mathews Woodpecker Test Set, good used, 
complete $50 


Stewart Test Set, good used $50 


W.E. Amplifier +107A, with 716 rec. plugs 
& cords, #19C exploring coil. Complete 
(108A), new $65 


EE Army Field Telephones with leather or web 
case, reconditioned $20 
New case, new handset, salud $25 
Brand new $30 


(Repair parts for EE8) 


67B Test Sets, new (W.E.) 
716 Test Sets, new (W.E.) receiver 
Clip-on & chest transmitters, W.E., 
cords, single, tinsel, W.E., 
above. 


$7.50 
$2.50 
etc. Test 
red. Test clips for 


MDF Test Shoes, Cook +100, with cord. . $4.00 
Cook 3800, with cord $5.00 
W.E. Test Plugs, for C50, with cord $4.00 


Terminal block test jacks, with cord 3 & 4 cond. 
with 310 or 289 plugs. 


TEST BOARDS 


Wire Chief's Test Boards—(5 only), Western 


Electric, new. 
5I/, ft. x 19 in. steel rack (self supporting). 


Jack Field, contains: 23 rows of 30 jacks 
#:239A, W.E. (double cut-off) arranged for 
both sides of circuit for testing each way and 
separate jack for patching. Also has Teletype 
and trunk test jack-drops. Each jack panel wired 
to its own screw-terminal at rear (with solder 


lug). 


Key Shelf, 30" high, contains: Wheatstone 
bridge (Leeds & Northrop +5430, type U), 
Volt-Milliammeter & keys for all tests. (IIlus- 
trated manual, loaned free.) 


$3,000 value only $1,000 


EE 65 F portable W.C. Test Set with Ohm- 
voltmeter & LB phone ckt. for testing LB lines 
& some CB tests. With manual, new $25 


Used $15 


TEST BOARD EQUIPMENT (parts), new. Jack 
mountings—19"'—23", some wired, with jacks 
to terminals. 


Test =e & dual types. W.E. #410A 
dual, new $1.25 


Equivalent type, new $1.00 
(Most all W.E. types in stock.) 

Terminal blocks, MDF, etc. 

Keys—lever-turn-push. 

Lamp sockets—individual—strip. 


6¢ pr. 


Equipment Racks: 19"'-23" open types, all sizes. 
7'x!9" W.E. cabinet racks with full door front 
& rear, center mounting for equipment, drilled 
& tapped—welded steel, grey finish. 

New $50 ea. 
19x42" steel rack, front mtg. single door, 
knocked down .$25 


*Let us quote on your needs from our (largest) 
stock. 


—Shipped on approval— 


The Telectric Co. 


1218 VENICE BOULEVARD 


JUNE 27, 1959 


Richmond 8-2249 


LOS ANGELES, CALIF. 





CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. 


Minimum charge $3.00 for 20 words or less. 


Classified advertisements must reach us 8 days before publication date. 


POSITION WANTED 


| 
| 


MARRIED MAN 28 desires job with | 


progressive telephone company on East 
coast. 


HELP WANTED 


FOR SALE 





CENTRAL OFFICE REPAIRMAN 


| must be thoroughly familiar vith step 


Has ten years experience in- | 


stalling, maintaining and engineering | 


automatic equipment. Write Box 


4249, c/o TELEPHONY. 
YOUNG MARRIED MAN with 12 


years experience requires permanent 
position in mountain country. Qualified 
maintenance technician on Dial, CB, 
Magneto, PBX, Carrier, Sound, Mobile 
and Remote Control. 
leaving communications field. 
sonable offer, any locale considered. 
Write Box No. 4252, c/o TELEPHONY. 


No. 


HELP WANTED 
RESPONSIBLE ENGINEER for de- 


have knowledge of telephone company 
inside and outside plant operations. Sal- 


ary commensurate with knowledge, ex- | 


perience and ability. 
be held in confidence. 
to Reliable Electric Co., 
St., Franklin Park, III. 

TELEPHONE ENGINEER 
WANTED—Leading European 
phone manufacturer is looking for 2 


Applications will 
eply by letter 
11333 Addison 


graduate engineers trained in circuit | 


design and switching systems. Single 


men preferred as two years training | 
BY 
ing period will be employed in Branch | 


period in Europe required, After train- 
Offices in the United States or Canada. 
Please send detailed resume with pic- 
ture, if possible. Reply Box No. 4250, 
c/o TELEPHONY. 


Present employer | 
Any rea- | 


| Carolinas, Inc. 








tele- | 


| tion lines, 2 
| rack and 6 amp. charger. 
| is in excellent condition. 
| phone Co., 


| son St., 
| 20th St., Philadelphia, Pa. 


dial and carrier equipment. Write: 
United Telephone Company of the 
Southern Pines, N. C. 
CABLE SPLICERS, Station Install- 
ers, Equipment Installers, Linemen. 
Experienced men needed. Steady work, 
good pay. Henkels & McCoy, 1800 John- 
Elkhart, Indiana, or 6100 N. 


OUTSIDE PLANT ENGINEER 
with experience in construction and in- 
stailation; is capable of engineering 


| telephone plant; and has ability to su- 


pervise plant employes. Opportunity 
exists in large, Class A company in 
the mid-west. Replies treated confiden- 
tially. Write Box No. 4247, c/o TE- 


| LEPHONY. 
signing and planning telephone pro- | 


tection and associated equipment. Must | 


FOR SALE 


ASSETS of the Mindenmines Tele- 
phone Company. For particulars ad- 
dress Mindenmines Telephone Co., Min- 


denmines, Mo. 


USED Fir 10’ Arms, 30” Crossarm 
braces, drop-type tramps, miscellaneous 
hardware—% price. Also re-galvanized 
hardware like new—% price. Utilities 
Equipment Co., Inc., P. O. Box 8044, 
Memphis, Tenn. 


AUTOMATIC ELECTRIC STEP 
STEP dial switchboard 100 lines 
equipped with 4 toll trunks, 6 pay sta- 
ringing machines, battery 
This board 
Almond Tele- 
Almond, Wis. 


JACK AND LAMP STRIPS 


STROMBERG-CARLSON 
(NEW) 


JACK STRIPS 


127 on 89 Mtg. (10 per) 
127 on 90 Mtg. (20 per) 
128 on 97 Mtg. (10 per) 


LAMP STRIPS 
121 on 89 (10 per) 
121 on 83 (20 per) 


DESIGNATION STRIPS 
#26 Busy Designation (20 per) 
#29 Busy Designation (10 per) 
#25 Wood Designation 


LAMP CAPS 
#29-D White 
+27-A White 


LAMPS 
+24-B-2 (24 Volts 
#55-C-2 (48 Volts 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 KINNEAR ROAD 


COLUMBUS 21, OHIO 


HUdson 8-0655 


LEICH 901-wall or desk magneto tele- 
hones. Cleaned, tested and guaranteed, 
16.50 each. As removed from service, 

no broken or missing parts, $15.00 each. 
Turtle Lake Tel. Co., Turtle Lake, Wis. 


USED CORDLESS PBX SWITCH- 
BOARDS. We have fifteen 5 x 20 units 
and ten 3 x 12 units for sale, reduced 
price for lot purchase. Write: Pur- 
chasing Coordinator, Southern Nevada 
Telephone Co., P. O. Box 1190, Las 
Vegas, Nev. 


TELE >PHONES WwW ESTERN ELEC- 
TRIC 302 (251) with 5H Dials, com- 
pletely reconditioned, neoprene cords, 
metropolitan plates, new finger wheels 
and other necessary parts. Ringer Fre- 
quency SL-16-30-42-54-66. Satisfaction 
guaranteed. $10.00 each. W. E. Quat- 
tlebaum, Jr., c/o Tri-County Telephone 
Co., Bonifay, Fla. 


FEDERAL PABX complete with as- 
sociated equipment. In A-1 working 
condition. Recently taken out of serv- 
ice because of curtailment of large fac- 
tory. 

FTR 25C PABX with key sending 
attendant’s set; conference applique; 
No. 3367 AS battery eliminator; No. 
E-52 terminal box. Other miscellane- 
ous parts. Price $1,800. Cumberland 
Telephone Co., Cumberland, Wis. 








CONV ERTING TO DIAL? 

Let us make it easy for you. We can 
furnish immediately, to your specifica- 
tion, a North CX-100 or CX-200 Auto- 
matic Switchboard in excellent condi- 
tion. We can install it for you. We 
ean also furnish re-built dial telephones 
for your entire system. Ask about our 
Financing Plan. Telephone Equipment, 
Inc., Montrose, Mich. Phone NEptune 
9-5211. 

ADDRESSOGRAPH, with automatic 
feeder—1900 Class. (344 years old) 

Graphotype (including 6000 frames 
and 6000 bufframe cards) Model 6341— 
A256. (3 years old) 

Burroughs Billing Machine 
stand. 

Burroughs Sensimatic Billing Ma- 
chine, with Posting desk section stand 
and left desk section. 

Microfilm Camera (16 MM) with 
table and bracket. Comes equipped with 
feeder and stacker. 

Microfilm Viewer. 

All above listed equipment in good 
operating condition. Reason for selling: 
Converting to IBM equipment. Eastern 
Illinois Telephone Co., 125 North Gar- 
rard St., Rantoul, Ill. 


SPECIFY 


with 





for 
Dependable —e Economical Telephone Ringing 
Power Equipmen 
Engineered for Giiaiate satisfaction. 
Manufactured by 


TELKOR, INC. Elyria, Ohio 


TELEPHONY 





i FOR SALE 


TELEPHONE DIRECTORIES 
FROM SUTTLE—WILL SAVE 
YOU MONEY! A complete service 
—planning, ad sales, compiling, 
printing. Guaranteed to bring higher 
revenue at lower cost. Write or call 
for full details. Suttle Directory 
Company division of Suttle Equip- 
ment Corporation, Lawrenceville, 
Illinois. Lawrenceville 782. 





NORTH ELECTRIC MCX-500 ALL RE- 
LAY SYSTEM—400 private lines ay 
with Code Ringing for 8 parties per line 
(100 lines additional capacity). 9 links per 
group, 9 manual offiee trunks, 20 pay sta- 
tion lines, 4 P.B.X. Groups, 8 outgoing 
and 7 incoming trunks with necessary 
power and signalling equipment for op- 
eration. Two 110 Volt Rectifiers for 
Charging Battery, operated on 24 Volt DC 
System, Condition excellent — Used by 
Southern Bell Telephone Co. Approx. 10 
years old. Available for inspection Green- 
ville, S.C. WRITE GENERAL PURPOSE 
MACHINERY AND EQUIPMENT CO. 
S.A., 374 Broadway, New York 13, N. Y. 





Automatic Electric Switchboards 
Write for complete description 


211 AW-3F Telephone Sets $7.50 each 
(Reconditioned) L/Dial 
211 BW-3F Telephone Sets $10.00 each 
(Reconditioned) W/Dial 
211 Telephone Sets available in IVORY 
with new retractile cords for $12.00 Less 
Dial, $14.50 With Dial. Matching Subsets 
also available. 
WRITE FOR LATEST FLYER! 


Telephone Supply Corp. 
421 WEST GARVEY + EL MONTE, CALIFORNIA 
CUmberland 3-1658 + Gilbert 4-0341 


NON-RESIDUAL 


CONTACT BURNISHER 
FOR USE ON ANY 
TYPE CONTACT 


No residue. 

No filings—no grit or dust 

no film. 
Economical—flexible— 
insulated. 

Each one comes in vinyl case. 
Balanced—length 3”, 2” 
blade, \;" wide x .007” thick. 


SAMPLE TRIAL PKG. OF 10— 
$3.50. 50 TO 950-—24c each. 


P. K. NEUSES, INC. 


1207 W. Euclid Ave., Arlington Heights, Hil. 


ORDER FROM L. E. S. 
AND PAY LESS 


CABLE SPLICING TOOLS & SUPPLIES 
PROMPT DELIVERY FROM STOCK 


Send for Bargain Stock List No. CS. 


LINE EQUIPMENT SALES 
46 W. Harrison St., Chicago 5, Ill. 


WANTED TO BUY 


TELEPHONES—al! types—any con- | 
dition, candlesticks, wall sets, etc. | 


Write advising quantities available. 


Our trucks will pick up. Reply to Box | 


No. 3952, c/o TELEPHONY. 

OLD W.E. MAGNETO SWITCH- 
BOARDS with Drops Door Type Com- 
bined Drops and Jacks #22C or 
equivalent. Call Collect. Bohnsack 
Equipment Co., Germantown, N. Y. 
Telephone 213. 


JUNE 27, 1959 





DIALS DIALS DIALS 


reconditioned 


Any make, any quantity 
Exclusive processes and 
materials 


DIAL HAVEN INC. 


P.O. Box 655 © MONROE, N. Y. 
Code 914 Story 3-2221 





Whether ANS Winch 
Line Hook o%r 


a complete 
Line Gody 


UTILITY TOOL :{ 
& BODY CO. * 


CLINTONVILLE, WISCONSIN “5 240 — 


INSULATORS 


Hemingray +16 


(LONG DISTANCE TYPE) 


, Cc 
price 3° each 
ORDERS OF 1000 OR MORE 


IMMEDIATE SHIPMENT 
F.0.B. BARSTOW, CALIF. 


HEMINGRAY #9 
price 2 each 


order of 1000 or more 
F.O.B. Los Angeles, Calif. 


NEW POLE BRACKETS 


15e"x2"x12" Oak Creo- 
soted. Standard one inch 
threaded end. PRICE: 
only 2¢ each for orders 
of 1000 or more. 


IMMEDIATE SHIPMENT 
F.0.B. OAKLAND, CALIF. 


GEORGE M. ACKER CO. 


3833 WILSHIRE BOULEVARD 
LOS ANGELES 5, CALIF. 





RECONDITIONED 
TELEPHONES 


W.E. & Kellogg late type #500 sets 
with new black cases. Reconditioned 
with st. line ringers. 


Price with dial 

Price dial blank 

Price with dial, less ringer. .$16.50 
(install your cycle ringer) 


W.E. #302 * A.E. #40 * Kellogg 
#1000 * Stromberg-Carison #1243 
self contained desk sets. 


Recond. With met. dial and st. line 
ringers. Cycles on request. 

Price with dial 

Price dial blank 


As is working order: 
Price with dial 


LEICH 901 MAGNETO DESK OR WALL 

Late type instruments with 1600 ohm 

ringers & strong generator for those 

long rural lines. Can convert to C.B. 

or dial. 

Price recond. with coil cord. .$20.50 
$15.00 


TERMS: OPEN ACCOUNT FOR YOUR 
INSPECTION TO RATED FIRMS 


REQUEST CATALOG: wire, cable, trucks, 
hardwore, switchboords, test sets, ports, 
teols. 


GERMANTOWN, N. Y. 
Telephone 213 or 214 





Acker Co., George M 
Acme Electric Corporation 
Acme Visible Records, Inc 
Acton Laboratories, Inc 
Airtronics International Corp..... 
Alphaduct Wire & Cable Co., The. . 
Altec Lansing Corp 
Aiuminum Company of America.. .6 
American Chain & Cable Co., Inc. 
Page Steel & Wire Div 
American Creosoting Corporation. . 
American Electrical Heater Co..... 
American Steel & Wire Co 
American Telephone & 
Telegraph Co. 
Anaconda Wire & Cable Co....... 
Ansonia Wire & Cable Co., The.... 
Arps Corporation 
Atlantic Creosoting Co., 
Auburn Machine Works, Inc 
Automatic Electric Sales Corp. 34-35, 
Avnet Electronics Corp 
Baker Wood Division 
Barber Advertising 
Specialties, Walt 
Barber-Greene 
Bartlett Tree Experts 
Bell Telephone Laboratories, Inc... . 
Benner-Nawman, Inc. 
Berry & Co., L. 
Bethlehem Steel Co 
Biddle Co., James G 
Bishop Manufacturing Corp....... 
Blaw-Knox Company 
British Insulated Callenders’ 
Cables, Ltd. 
Buchart Associates 
Buckeye Telephone & 
Supply Co. 
Budelman Electronics Corp 
Burgess-Manning Company 
Burroughs Corp. 
C&D Batteries, Inc 
Cabaniss-Pogue Co. 
Cable Construction Co 
Cable Spinning Equipment Co..... 
Caleulagraph Company 
Chance Co., A. 
Charles Machine Works, Inc 
Chase Brass & Copper Co f 
Cleveland Inst. of Radio Electronics 3° 
Clifton Appraisal Company 
Collins Radio C 
Colorado Fuel & Iron Co., 
Commercial Cord Company, Inc... . 
Communication Equipment & 
Engineering Co. 
Cook Electric Company 
Copperweld Steel Co.............. 
Crane, Inc., Carl C 
Cushman Motor Works, 
Dampp-Chaser, Inc. 
Davis Construction Co. 
Davis, Inc., Archie 
Dial Haven, Inc. 
Diamond Expansion Bolt Co 
Donnelley & Sons, R. R........... 
Dow Chemical Company, The 
Duo-Safety Ladder Corp 
Electric Specialty 
Essco Products, 
Everstick Anchor 
Exide Industrial Division- 
The Electric Storage Battery Co. 
Fairbanks, Morse & Co 
Fitchburg Engineering Corporation — 
Foley Construction Co., Robert E... 62 


70 


Gagne Enterprises, Inc 
General Cable Corporation 
General Insulated Wire Works.... 
General Machine Products Co., Inc. 
General Telephone 
Directory Co. 
Gladwin Plastics, 
Goodrich Chemical Co., B. F., 
Gould-National Batteries, Inc 
Graybar Electric Co 
Haley & Co., 
Hallamore Electronics Co 
Harris McBurney Company 
Henkels & McCoy 
Highway Trailer Company 
Hirsch Organization Inc., Gustav. . 
SR Nini ihe dibs be Giaweihe 4 
Hubbard & Company 
Indiana Steel & Wire Co 
Irby Construction Co 
Irwin Auger Bit Co 
Jet Line Gun Company 
Johns-Manville 
Kearney Co., Jas. J 
Kellogg Switchboard & 
Supply Co. 
Kennecott Wire & Cable Div 
Keystone Steel & Wire Co 
Killoren Company 
Klein & Sons, Mathias............ 
Kleinschmidt 
Koiled Kords, Inc 
Koppers Co., Ine. 
Wood Preserving Div 
Leich Sales Corporation 
Lindsay Telephone Supply Co 
Line Equipment Sales............ 69 
Lorain Products Corp., The 5 
Loris Sales 
Macco Company 
Magnolia Chemical Company, Inc... 
Malleable Iron Fittings Co 
Mastercraft Pen Company 
McCabe Powers Auto Body Co.... 
McGrath Engineering, Inc..... 
Midwest Communications Service 
Co. 
Monsanto Chemical Co. ........... 
Morrison-Pelsue Co. 
Mullen Construction Co 
Murphy Engineering Laboratories. 
Natco Corporation 
National Pole & Treating Div..... 
National Standard Co 
National Telephone 
Supply Co. 
Neubauer 
Neuses, 


Back Cover 
Manufacturing Co _ 
Inc., P. K 
North Electric Company 
Onan & Sons, D. W 
Orangeburg Manufacturing 

Co., Inc. 


WESTERN REPRESENTATIVE: 
McDonald-Thompson, 625 Mar- 
ket St., San Francisco, Cal.; 
3727 W. Sixth St., Los Angeles; 
620 Sherman St., Denver, Colo.; 
National Bldg., Seattle, Wash.; 
3217 Montrose Blvd., Houston, 
Tex.; 2010 S. Utica, Tulsa, 
Okla.; 404 Times Bldg., Port- 
land 4, Oregon. 


Osmose Wood Preserving Co 
Owens-Illinois 
Page & Hill, Inc 
Petlin Corporation 
Phelps Dodge Copper 
Products Corp. 
Philco Corporation 
Gov’t & Industrial Div 
Plastic Wire & Cable Corp 
Porter, Inc., H. K 
Preformed Line Products Co... . .5% 
Puregas Equipment Corp 
Ramset Fastening System 
Rawlplug Company, The 
Raytheon Company 
INE SEN ne ces sav eaee oe 
Reichhold Chemicals, Inc 
Reliable Electric Company 
Relton Corporation, The 
Remington Rand Div 
Republic Creosoting Co 
Rex Corporation, The 
Reynolds Metals Company 
Rolatape, Inc. 
Runzel Cord & Wire Co 
S & G Manufacturing Corp 
a ere 
Secode Corporation 
Seymour Smith & Son 
Sherron Metallic Corp 
Siemens Edison Swan 
Sierra Electronics Corp 
Sloan, Cook & Lowe Co 
Spencer Chemical Co 
Stainless, Inc. 
Stampings, Inc. 
Stewart Bros. 
Stromberg-Carlson Co..... 
Superior Cable Corporation 
Suttle Equipment Corporation. .50 
Taylor-Colquitt Co., 
Telectric Co. 
T.E.I. Corp. 
Tel-E-Lect Products, Inc 
Tele-Muff Co. 
Telephone Supply Corp 
Teletype Corporation 
Tele-Wire Supply Co., Inc 
Telkor, Inc. 
Templeton, Kenly & Co 
Thornhill Publishing Co 
Transandean Associates, Inc 
Truck Equipment Company 


United States Independent 
Telephone Association 
U. S. Industrial Chemicals Co..... 
United States Instrument Corp..... 
United States Motors Corp 
United States Steel Corp. 
American Steel & Wire Co 
Creosote Division 
Universal Controls Corp 
Utica Drop Forge & Steel Div..... 
Utility Body Co 
Utility Service Co., 
Utility Tool & Body Co 
Volkswagen 
Warren Mfg. Co., Inc., The 
Weikel Line Company 
Western Electric Co.............. 
Whitney-Blake Co. 
Williams Inspection 
Co., Inc., A. W 
Wiremold Co., The 
Wyoming Valley Equipment Div... — 
York-Hoover Corporation 


TELEPHONY 





SHAPE 
EISES OCC 


: 


USI TYPE 30 
DIAL PBX 
ATTENDANTS SET 


BUY USI 
TODAY... 


Consult us at USI 
for a cost-free 
analysis today 


Enjoy Your Profits TOMORROW / 
oo 


e 
POST OFFICE BOX 1191 


UNITED STATES INSTRUMENT CORP. 


CORP ® CHARLOTTESVILLE, VIRGINIA 
JUNE 27, 1959 








with full-round wire bail 
and fail for tap 


Patent Applied For 


Place the loop of this Nicopress Deadend over the insulator... 
insert line wire in sleeve, 
compress with standard Nicopress Tool... 


and a uniformly-strong deadend is quickly made. 


Available for copper and copperweld wires 
with full-round stainless steel bails; available for 
galvanized steel wires with full-round 


galvanized steel bails. 


The National Telephone Supply Company 


5100 SUPERIOR AVENUE ¢ CLEVELAND 3, OHIO 


Conadian Mfr.—N. SLATER CO., LTO., HAMILTON, ONT., CANADA 


Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 
° 


S is the Registered Trade Mark of The National Telephone Supply Company 





o 


ad 


